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Users Everywhere Tell of Success 
with “L 
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Loggers Dream speeds up loading of trucks 
more than double. 
--The Ferriday Hardwood Co., 
Ferriday, Louisiana 
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Loggers Dream has increased our output 
of logs about one-third. 
--General Box Co., 
Natchez, Mississipvi 


Loggers Dream cuts logging work about 


\ one-third. 


Y 


WY 


Vdd 


--Windle Lumber Co., 
Prattville, Alabama 
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Loggers Dream has practically doubled 
our loading capacity. 
--Leigh Banana Case Co., 
Ellenton, So. Cerolina 


NS ‘“ 
\ \N — \ . 9 
\ . . : S 
\ . \ \ NN \ \ \ N \ WN NS \ MG as WS A\ tea ef SS ‘ iG \ 
. ot d 


Y 


The facts speak for themselves. Everywhere users 
are enthusiastic about the results they get with 
“Loggers Dreams’—increased output, lower costs, 
get logs where other methods fail. Many users have 
re-ordered several times. Others tell us they don’t 
know how they could get. along without the “Log- 
gers Dream.” 


If you aren't using “Loggers Dreams” to skid and 
load, by all means look into the merits of this 
machine. 





Write for of “Loggers Dream” users near you. See 
for yourself what “Loggers Dream” will do for you. 
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TAYLOR MACHINE WORKS 


Day Phone 436 Louisville, Mississippi Night Phone 50 


AMERICAN LUMBERMAN. Published every other week by The American Lumberman—Eatablished 1873—Office of Publication, 139 North Clark 
Street, Chieago 2, Ill. Entered as second-class matter March 28, 19382 at the Post Office at Chicago, Tilineis, under the Act of March 8, 1879. 
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“WE GET WHAT WE WANT IN 


SELF-FITTING LATCH! 


Unique new “Trigger” latch (patent applied 
for) has a self-adjusting sleeve which adapts 
itself automatically to doors from %4-inch to 
1% inches thick. A Stanley “exclusive”! 


NEW, 5 KNUCKLE 
HINGES 


New hinges, all with five 
knuckles for strength 
and long life. Raised 
barrel permits full 
opening of door to 
180 degrees. Styled 
for beauty. 


STANLEY’ 


JEWEL-LIKE PLASTICS 


. red, black 
- » give permanent eye appeol 


Sporkling, durable plastics . . 
or cleor . 


to many items. 


“ITEM-IZED” ENVEL- 
OPE PACKAGING! 


Each item packed in en- 
velope complete with all 
necessary parts, screws 
and instructions. Envel- 
ope also carries illus- 
tration of item for 
quick identification. 


SMOOTH, SILENT FRICTION Cé -H 


The famous 33 Friction Catch now streamlined 
for appearance has an oil impregnated wood 
plunger that assures quiet, easy, positive Op- 
eration and long life. 


SIMPLIFIED STOCK 
CONTROL PACKIN 


All items attractively 
packed in same size 
box. Boxes identified 
with easy-to-read la- 


-bels showing product, 


class number, quantity 
and color of plastic. 








"(CABINET HARDWARE! 
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Princess 
4421 Pull 


Newport 
4424 Pull 
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Century 
4423 Pull 


_ at the outset, we'd like to make it most beautiful. There is a style to please every taste. 

clear that this is no ordinary “hope-you- There is a type and price to fit every budget. The 

like-it” line of cabinet hardware. It is the result of moment you see it, you will realize that here, at last, 
years of design, product and market research . . . is a line of cabinet hardware that will “click” with 


This new line was styled by nationally noted firms of | YOU customers. 
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industrial designers. Betore they put a pencil to paper, 
these designers studied household cabinet hardware 
needs from A to Z. They considered functional effi- 
ciency as well as beauty. They designed maximum fin- 
ger room into latch pulls, pulls and knobs. 

This new line incorporates the results of years of 
research and test by the Stanley Engineering depart- 
ment to make cabinet hardware smoother working, 
longer lasting and easier to install. 

The result is the finest, most complete line of cabinet 


hardware ever created . . . and by all odds the 


Yes . . . Stanley is proud of this new line. So proud 
of it that we are going to back our efforts to sell it 
with the strongest merchandising and advertising 
program ever put behind cabinet hardware. See next 


page for more details. 


TANLEY 


ESTABLISHED 1843 





WE'RE GOING TO HELP YOU MERCHANDI 
STANLEY 





CABINET 








HARDWARE FOR MODERN CABINETS: 








With Store Displays 
bike thia | 
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This striking stock display has been de- 


















signed as carefully as the Stanley Cabi- 


net Hardware line itself . . . with an eye 








on sales for you! Size 18” x 24” it gives 
“spotlight” display to 29 Stanley Cabi- 


net Hardware items on your counter or 





in your window, yet is so compact your 


salesman can carry it in making calls. 


.. With consistent advertising to builders, architects and Uomemakén ‘ 


A line as good as Stanley Cabinet Hardware deserves the best in 
advertising support—and that’s what this line is going to get! Strong, 
month-after-month advertising will carry the story of Stanley Cabinet 
Hardware to builders, to architects and to homemakers. This adver- 
tising will appear in the most-read builder and architectural maga- 
zines and in the leading ‘homemaker magazines. 











Follow this advertising . . . tie in with it. It will help you get 
your full share of the big volume that lies ahead. There are blue 
chips in the Stanley Blue Ribbon Line. Ask your jobber or write us 
for further details. 
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PITTSBURGH OFFERS 


1 
2 
3 
4 
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6 


PAINT DEALERS: 


A line of quality paints for every 
need —completely restyled and 
in modern colors. Not just as 
good — BUT BETTER THAN 
PRE-WAR QUALITY! 


No unnecessary items or sizes— 
assuring faster turnover. 


The only paints with the advan- 
tages of “Vitolized Oils” and 
Molecular Selection. 


A complete line of Brushes, 
Household Cleaning Materials 
and Painting Supplies for added 
sales and profits. 


“COLOR DYNAMICS’’— 
a scientifically accurate painting 
method for the home upon 
which to build a steadily in- 
creasing sales volume. 


Continuous national advertis- 
ing. The 1946 campaign will tell 
home owners “Paint RIGHT 
with COLOR DYNAMICS... 
Paint BEST with PITTSBURGH 
PAINTS.” 


Well-planned and effective ad- 
vertising and sales helps to bring 
business to your store. 


A long-time record of fair and 
equitable cooperation with its 
dealers. 





AMERICAN LUMBERMAN, January 





19, 1946 


HROUGH THE YEARS, dealers who sell Pittsburgh Paints have made 
money. This success has been due in great measure to a far-sighted 


policy developed a long time ago and faithfully adhered to under 
all circumstances. 


This policy includes many factors. Tireless research anticipates ever- 
changing construction needs. Modern equipment and rigid laboratory 
controls assure products of highest quality. Consistent advertising 
broadens public preference for these products. 


Dealers are provided with areas containing ample sales opportuni- 
ties. Well-informed representatives give intensive assistance to dealers. 
Under normal business conditions, unparalleled distribution methods 
can quickly fill even the largest order in any section of the country. 


If you are seeking a line of quality paints and this way of doing busi- 
ness interests you—why not look into the possibilities of selling 
Pittsburgh Paints? For complete details, telephone, wire or write for 
a copy of “Now’s the Time to GO With Pittsburgh!” 


PITTSBURGH PAINTS 


PITTSBURGH PLATE GLASS COMPANY, PITTSBURGH, PA. 
PITTSBURGH STANDS FOR QUALITY PAINT AND GLASS 
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HERE'S WHAT 


1, YOU (if you handle Ruberoid 


your competition can’t match. 


De i a Oe ae ea Boe 


3 pasate xc 


2 @ YOU (not the other fellow) will have ¢ 
nowhere else—for Ruberoid products are backed 
industry.’ 


3 @ YOU (and this is most important) will be selling products that% 
better value for their building dollar—the surest way known of making sa 
customers and greater profits! 
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RUBEROID 
STONEWALL BOARD 
The imperishable Asbestos-Cement build- 
ing board with an unlimited market for 
new building and re-modeling—indoors 


or out. Fireproof, rotproof, termite-proof, 
needs no painting. & 





RUBEROID 
BRIK-STRIP SIDING 


A profitable, low-cost asphalt. siding that 
builds volume sales. Gives shabby exteriors 
the rich, solid look of tapestry brick, yet 
costs a fraction as much. Easy-to-apply, weath- 
erproof, fire-resistant. 


* 


2 
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RUBEROID 

TITE-ON SHINGLES 
Tite-Ons make satisfied customers. These 
windproof shingles interlock to make a 
roof that “stays put” through the worst 
storms. You have a prospect in every farm- 
er; every home-owner in wind-swept areas! 














ASBESTQS.CEMENT SIDING 
Meets the constantly growing demand for 
fireproof, maintenance-free sidewalls. Cor- 
rosion-proof, weatherpfoof, never rots or 
rusts. Has an almost unlimited application 
for both home and industrial construction. 


‘again help you 
nclude: 


a proved sales-getter! 


RUBEROID 
; fing: Seals nails from weather, keeps 
t exclusive! 


Seroid “Exclusive Feature” products mean business for you 
—right from the start—right through the years. 
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Seasoned By Experience 


Whether you’re making machinery or running a lumber busi- 
ness, the hand of experience plays an important part in determin- 
ing the quality of the finished product. 


The Ralph L. Smith Company has combined high grade material 
with skilled labor—seasoned it with years of valuable experience 
—and the result is a product of unquestioned quality—products 
that will meet the most exacting standards. 









Whether you’re buying our top-quality, soft-textured Ponderosa 
B43 Pine, the other West Coast lumbers in which we specialize, or our 
besg manufactured products, you'll find them even better than in pre- 
| war years. Reconversion has been unavoidably delayed—but not 
the constant research that has résulted in new improved methods. 
These improvements, seasoned by experience — and expanding 


pany preferred headquarters for fine Western lumber and 
manufactured products. 




















Cut Stock - Glued-Up Stock | 
Shook - Mouldings 
Ladder Stock 


IN FACT, ANYTHING MADE 
FROM WESTERN LUMBER | 








REMEMBER, TOO, WE WHOLESALE 


Notional-American Wholesale limber Ad'n. 
WEST COAST BUYING OFFICE: 910 PORTER BUILDING e PORTLAND 4, OREGON 
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WE SPECIALIZE IN. | 


rough and run to pattern | : 


DOUGLAS FIR, SITKA SPRUCE AND Fi 
PONDEROSA PINE bees 


4 Pine Saw Mills © Dry Kilns @ Planing Mill—Canby, Calif. Fe! 
Ye Box Shook Factory—Alturas, Calif. an : 


S> Moulding Factory @ Glue-Up Department—Klamath Falls, Ore. 
jel < - CU a a iach. 3 igs S| Aan NUN seem 
‘ ssh si heeled aaa e LN abet ts. SN Mts St 
« 
Manvtectorers and Wholeselers 1635 Dierks Bldg, Kansas City 6,Mo., Victor 4143 When making inquiry, please address all 
Member of Western Pine Ass’n., Notional Wooden Box Ass‘n., Ponderosa Pine Woodwork, correspondence to our Kansas City offices. 





















manufacturing facilities, make the Ralph L. Smith Lumber Com- is 
& 
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Arighlights oF THE Issue 


In answer to the need among lumber dealers for a comprehensive 
book covering modern lumber yard design, the feature section of 
this issue is devoted exclusively to such a study. The pages present 
to the industry suggestions on store and yard layout covering the 
entire range of lumber yard establishments from the small rural 
concern through the large metropolitan building material store. 
It opens with an outline of the evolution of lumber yard merchan- 
dising and a discussion on approaching the yard planning problem. 
Several pages are devoted to drawings of modern, original store 
designs, methods of displaying merchandise within the store, mod- 
ern lumber yard layouts, and methods of mechanizing the yard 
for efficient operation. Dealers who have seen the drawings and 
photographs on the American Lumberman slide film currently 
being shown at many of the retail conventions in cooperation with 
the Building Material Exhibitors association, will be interested 
in studying this section. In addition there are graph pages on 
which the dealer can make scale drawings of proposed changes, 
and a directory of supply sources for some of the equipment re- 
quired in the new modern stores. 











Popularity Built on Merit 
The preference of so many buyers for Appalachian Hardwoods is based 
on the natural excellence of the Appalachian product—softness of tex- 
ture that means easy workability, beauty of grain that insures attrac- 


tiveness. 


While supplies of Appalachian Hardwoods are still restricted, 


the firms on this page are making every effort to meet the current heavy 


demand to the best of their ability. 


*Morrison, Gross & Co........Erwin, W. Va. 


Lignasan-dipped West Hardwoods. Band Mill, D 
” Kiln and Planing Mill. a 


*M. E. Crisp Lbr. Co.........Welch, W. Va. 
West beg and Kentu A achian Hardwoods, Oak, 
Poplar, Beech 


. Maple, ckory, Chestnut and other 
hardwoods. All facilities. 


*Stearns Coal & Lbr. Co........Stearns, Ky. 
Appalachian Hardwoods, Hemlock and White Pine. 


*Cherry River Boom & Lbr. Co., Richwood, W. Va. 


Appalachian Hardwoods, Flooring. Planing Mill Products, 
Glued Dimension. 


*The Mower Lbr. Co.....Charleston, W. Va. 


West Virginia nes * ~~ Kiln-dried, Rough or 
laced. 
Mills: Omar, Marmet, Cass, Colcord and Pettus, W. Va. 


*Marshall Lumber Co... .Marion, N. C. 
Hardwoods—Hemlock and White Pine. 


D. D. Brown.................Elkins, W. Va. 


Mirs. Band and Circular Sawn West re A achian 
ett Ld. pean Facilites 
e. s 


*Christian Lumber Co.......Monticello, Ky. 
"EEipping Point: Burnside, Keatucky 


The M. B. Farrin Lbr. Co... : Cincinnati, Ohio 


achian Hardwoods. ‘“Cen- 


Kiln-Dried and Air-Dried A 
** Oak aple Flooring. 


tury 
May Hardwood Co...........Louisville, Ky. 
Appalachian Hardwoods. Particularly Basswood, Butternut, 
Hard and Soft Maple, Oak, Poplar and Walnut. 


BUY 
UNITED STATES 
VICTORY BONDS & STAMPS 


*Mowbray & Robinson Lbr. Co.. Cincinnati, O. 


Mills at Combs, Ky. and West Irvine, Ky. 
Complete Line of a See Maple and Oak 
ooring 


Hutton & Bourbonnais Co....Hickory, N. C. 


Soft-textured Appalachian oak. poplar, chestnut and pinus 
strobus white oles. Planing mills dry kilns, box factory. 


*Vestal Lbr. & Mfg. Co......Knoxville, Tenn. 


All Appalachian Hardwoods—Kiln-dried and Dressed. 
Mills at Duff and Knoxville, Tenn. 


*W. M. Ritter Lbr. Co.......Columbus, Ohio 


Appalachian Hardwoods 
Dry Thick Oak—Boat Oak 


dé. B. Belcher. eeeeoeeeeeeeee . Bluefield, Ww. Va. 
Appalachian Hardwoods, Air or Kiln Dried. 


*P. W. Plumly Lumber Corp.. Winchester, Va. 


Band Sawn Appalachian Hardwood Lumber, 
Modern Moore Dry Kilns and Planing Mill. 


*jJ. P. Hamer Lbr. Co........Kenova, W. Va. 


Manufacturers 
Appalachian Hardwood Lumber 


*Meadow River Lbr. Co.....Rainelle, W. Va. 
Manuiacturers of West Virginia Hardwood Products. 


*“Wood-Mosaic Co., Inc.......Louisville, Ky. 


“Parkay’’ Ready-Finished Hardwood Flooring, Lumber, 
Veneers, Dimension. 


Stimson Lbr. Co...........Owensboro, Ky. 
Successors to D. C. Stimson Lbr. Co. 
and Northern Kentucky Hardwoods, Soft tex- 
ar and Oak, Maple, Basswood, Ash, Hemlock 
. Mills at Haddix and Madisonville, Ky. 


*McCracken & McCall, Inc... .Lexington, Ky. 


Appalachian Hardwoods POPLAR BEVEL SIDIN 
Band Saw and Planing Mill at Flat Lick, Ky. 


*Member Appalachian Hardwood Manufacturers, Inc. 
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Handling Constitutes 
4 major portion of 
Production costs va 






























ARE YOUR COSTS AS LOW AS THEY SHOULD BE? 


Check up now on your materials-handling methods and equipment! 


Remember, because handling IS one of the most “delivering the goods" at lowest possible cost. 
important phases of production, it can well de- Then investigate the proven ability of The ROSS 
termine your margin-of-profit. So Check NOW System of Straddle Carriers and Lift Trucks to 
and find out whether your handling set-up is move more materials faster, at lower cost.... 


Look to ROSS for help in Solving your handling problems 


More than thirty years’ experience has enabled ROSS to suggest eration of ROSS engineers and representatives. Why not get in 
practical solutions to the materials-handling problems of hundreds touch with those nearest you today? 
of mills and yards. Your problem will receive the careful consid- 


Write for your free copy of the colorful, informative ROSS Book, “HIGH SPEED HANDLING.” 


Ross Series 90 Straddle Carrier Ross Heavy Duty Lift Truck 


a. < |) Ny \ a 
’ ~ > > FACTORY BENTON HARBOR, MICH. 











BRANCHES: SEATTLE - PORTLAND SAN FRANCISCO VANCOUVER, B. C. MEMPHIS NEW YORK CITY HOBOKEN, N. J, 
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CATCH THE EYE of women prospects with 
full-length mirrors. Put one in the down- 
stairs hall or the living room... and of 
course, in the bedrooms. For truer reflec- 
tions, specify mirrors made with Libbey 
Owens: Ford Plate Glass. 


>_> 


PRACTICAL AND BEAUTIFUL... this breakfast. 
bar surface of gleaming Vitrolite*. Women 
will admire its sparkling color. And they’ll 
appreciate your providing kitchen surfaces 
of sanitary, easy-to-clean Vitrolite. 





*Reg. U.S. Pat. Off. 


























A house with distinct charm and 
personality invites quicker sales...a 
house with a Picture Window like this, 
for instance. The large window frames 
the outdoor view, making the ever- 
changing beauty of nature an aid to 
your selling. Offer extra comfort and 
heat-savings with Thermopane*— the 
L:O-F multiple-pane insulating unit. 
Glass, in many uses throughout the 
house, adds finishing touches that create 
an individual, up-to-date appearance. 
Libbey Owens: Ford Glass Company, 
1416 Nicholas Building, Toledo 3, Ohio. 





a Great Name nw GLASS 




















LIBBEY* OWENS ° FORD 
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& PROVED BEFORE THE WAR in business 
everywheré. 


PROVED DURING THE WAR in Army, 
Navy, government departments and 
critical war industries. 


Marginally punched Standard 
Register forms can’t slip. o—— 


Pin-wheel feed means extra speed, 
exact carbons, perfect alignment, — a0: a= =0meenex 


locked-in copies provide extra 
protection, positive control. sum-= 





STANDARD’S FORM FLOW REGISTERS 


Discover how Standard’s exclusive features 
mean extra speed, extra accuracy, extra economy 
in writing records—in your business 


Get complete facts about these sturdy, modern, streamlined Standard 
Form Flow Registers, at once. Learn how they can bring an entirely 
new standard of protection ... speed ... accuracy ... convenience 
. .. and dollars-and-cents economy to your business. 





Discover how the pin-wheel feed, meshing with the distinctive, Model 1000-C Cash and Charge. Provides foolproof 

A 3 aie protection for records and cash. Model 1000 Auto- 
marginally punched forms, gives you absolute control of originals scute: Gaaliney cadena 40: tcl aiians aaa aaa 
and carbons. Hairline accuracy on every copy. No slipping. No drawer. Locked-in audit copy enables you to verify 


; s P ‘ sas all transactions and balance cash easily. Enforces 
messing with carbons. No tugging at forms. Controlled writing ccthialieall codiak Uf ak temeiaidan 
position on every writing line. Get full facts about all these Standard 


Register features that get records written faster, more accurately, 
‘ Form Flow Small Counter 
at lower cost. Mail the coupon, today. CZ Model 1000. Sturdily built, 


, handsomely styled. Has a ca- 
Form Flow Portable Mode! 2000. Light, pacity of 450 ee of triplicate 
streamlined, sturdily constructed of alum- forms. Locked-in copy com- 
inum and steel. The only portable with partment in which exact copy 
complete mechanical form ejection and at aelee seanis te time: 
trouble-free pinwheel operation. Portable matically locked in continu- 
models with locked-in copy or handy filing ous folded strip for checking. 
compartment for written copies. For sales 
records, memos, phone orders, route rec- 
ords, inventory, receiving. 




















fo 

THE 0 
STANDARD REGISTER 
COMPANY ‘ 
Manvtacturer of Registers and Forms for All Business and Indusiry O. 
DAYTON 1, OHIO oO 











Pacific Coast: Sunset McKee-Standard Register Sales Co., Oakland, California. Canada: R. L, Crain, Limited, Ottawa. London: W. H. Smith & Son, Ltd., 
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Mall Gasoline Engine Chain Saw—Available in many Cutting 


Capacities. 


No matter how dense the undergrowth — the Mall 
Gasoline Engine Chain Saw will fell, limb and buck 
trees right on the spot. It can be carried anywhere a 
man can walk—for it is readily portable and operates 


without compressor or generator sets, hose or cable 
lines. 


Compared with former hand methods, the Mall Chain 
Saw is a time, timber and labor saver. Three quick 
cuts drop a hard or soft wood tree often without the 
need for a wedge. Trees are cut close to the ground, 
adding lumber to every length and lessening stump- 
age waste and fire hazards. 


No matter how cold the weather —the powerful 2- 
cycle gasoline engine starts easily and runs smoothly 
on very little fuel. The handle throttle places control 
at the operator’s fingertips and the automatic clutch 
engages and starts the saw as soon as the motor is 
speeded up. The cutting chain swivels to allow hori- 
zontal, vertical and all angle cuts. 


These features speed logging operations and make the 
Mall Chain Saw easy to handle. Even inexperienced 
men can fell trees with speed and direction after a 
few instructions. Pneumatic and Electric models are 
available. Also Electric Chain Sharpeners. 


Write for name of distributor nearest you. Demonstration can be arranged. 


MALL TOOL COMPANY ® 


* 25 Years 
of "Better Tools 
for Better Work" 


LL 
16 


7733 South Chicago Ave. e 


Chicago 19, Illinois 


PORTABLE 
tan| POWER TOOLS 
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0 
bout GMC Pulling Power 


On every battle front G.I. Joe saw proof of GMC’s pulling 
power. In the South Pacific, in temperatures as high as 130 
degrees, GMC “‘six-by-sixes’”’ hauled huge loads through hub- 
deep mud and sand. In Europe, GMCs played the leading 
role on the famous Red Ball Express. In Alaska’s ice and snow, 
Burma’sjunglesand Italy’s mountain trails... wherever heavy 
loads were pulled through heavy going... GMCs did the job. 


G.I. Joe knows about GMC pulling power ... and what he 
can tell you is mightily important to truck buyers. For GMC 
commercial models, 14 to 20 tons, have engines of the same 
basic design as their military brothers. They offer the civilian 
counterpart of the power, performance and stamina demon- 
strated by nearly 600,000 GMC “Army Workhorses.”’ 


THE TRUCK OF VALUE & 





The famous ‘'270” engine, power plant of the 
“Army’s Workhorse,” also powers GMC models 
in the 3-ton range. All other GMC gasoline en- 
gines are of the same basic, war-proved design. 


© GASOLINE ¢ DIESEL 


TRUCKS 








GMC TRUCK & COACH DIVISION e GENERAL MOTORS CORPORATION 
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The Progressive 
UNION PACIFIC RAILROAD 





Wuciig: 1944-45, Union Pacific paid tribute to American 
industry on its radio program “Your America”, broadcast 
each week over a nation-wide network. Representatives of 70 
major industries were given the opportunity to present the 
dramatic story of their respective industry’s contribution to 
the welfare of the nation. 


For example, on one program our guest speaker, 
Col. W. B. Greeley of Seattle, represented the West 
Coast Lumbermen’s Association. On other programs 
were W. E. Difford of Tacoma, Wash., representing 
the Douglas Fir Plywood Association; and Henry W. 
Collins of Chicago, representing the Insulation Board 
Institute. 


Union Pacific—along with other railroads—was then engaged 
in moving vital wartime materials. Your industry and the 
nation generally knows what a tremendous task that was and 
how efficiently it was accomplished. 


Today, Union Pacific is prepared to continue its assistance 
to your industry by speeding the distribution of peacetime 
commodities. Equipment, facilities and personnel are geared 
to provide unexcelled service. 


A staff of trained traffic men stand ready at all 
times to cooperate with you. 


For fast, dependable service .... 


“ * te — a Mt ” 
C UY Cl 


quest, yremesch rooted 

about available industrial 

and mercantile sites in the 

territory it serves. Address 

_— > —— Union Pacific Railroad, 
A . Omaha, Nebraska. 








The Siralegec Middle Role 
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Sky-view of the Crossett Lumber Company Plant 


DEDICATED TO LUMBER PRODUCTS THAT 
BUILD GOOD HOMES AND GOOD WILL 


Lumber has been first choice for home building 
from Plymouth Colony to the present. That’s 
because it fabricates more readily than any other 
material, its structures endure for generations, 
and because these add up to lowest first cost, 
economy in upkeep, owner satisfaction. 


The essential ingredient that established prefer- 
ence for wood construction was seasoning. With 
the Colonists it came first. Hand-hewn deals 
and timbers were stacked and allowed time to 
dry thoroughly. Haste was not allowed to make 
waste. What their material lacked in uniform 
size, it made up in strength and durability. 
Structures erected then stand today, their exteriors 
refined by later alterations, but their original 
framework still staunch and de- 
pendable . . . impressive testimoni- 
als to the lasting worth of,Wood. 





CROSSETT 
PLANT 


FORDYCE-CROSSETT SALES CO. 


As with the early American Colonists, so with 
modern lumber producers . . . -seasoning is para- 
mount. Included as a vital step in processing 
forest products, it is the indispensable quality 
which lumber must possess today to protect the 
home builder who uses it and the dealer who 
sells it. 


Recognizing their obligation to every user of 
Fordyce and Crossett products and to each dealer 
who seeks to build good will by delivering 
honest value, the extensive production facilities 
of these pioneer enterprises are dedicated to the 
proposition that every carload shipped shall be 
of that uniform standard seasoning and well 
manufactured quality which will maintain the 
integrity of lumber as America’s 
first choice for trustworthy build- 


ing: material. 





Fordyce, Aan cues 





DISTRIBUTORS FOR: Fordyce Lumber Company and Crossett Lumber Company 


; : MANUFACTURERS OF 
ARKANSAS SOFT PINE .. ROYAL OAK FLOORING .. HARDWOOD LBR. & TRIM... WOLMANIZED LBR. 
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*Based on a survey conducted by 
Curtis Publishing Company among 
4,007 families in 118 different 
towns and Cities. ‘87.3% of those 
planning to build or buy said 
they would insist on home insu- 
lation for their postwar home! 















Complete, thick insulation in sidewalls and attic with 
Johns-Manville Rock Wool is what the public wants | 
































OVERNMENT endorsements of home lation are being constantly emphasized. 
insulation during the war years have 


sold the public on its value as never before. So why. not sell the kind and quality of 


insulation that people know best, Johns- 
By urging builders to use Johns- Manville Rock Wool. 

Manville Super-Felt Rock Wool Batts to 

meet this demand, you help them make 

their houses more quickly and easily 

salable ... and here are the reasons why: 


And your builders, too, will profit 
when they can say to prospective home 
buyers, ‘This house is completely insu- 
lated in roof and sidewalls with Johns- 
I. Johns-Manville Insulation has the Manville Rock Wool Batts.” 


reatest Consumer acceptance. Surveys : p ‘ 
& P ys. For details write Johns-Manville, 22 


prove that when prospective homeowners 
need home insulation, they think of East 40th St., New York 16, N. Y. 


Johns-Manville first. 


2. Super-Felt Batts are of recognized 
high quality. Made of Rock Wool, a fire- 
proof,- rotproof, verminproof mineral, 
they are prefabricated to the thickness 
and density which gives maximum com- 
fort and fuel savings. Manufactured in 
full wall-stud thickness, they also act as 
an effective fire stop. 


3. The Johns-Manville radio program 
gives you continuous sales help. In this 
program, “Bill Henry and the News,” 
by which reaches as many as thirty million 
1g listeners a month from coast to coast, 
wa the‘advantages of J-M Rock Wool Insu- 





SE 





PRODUCTS: 
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Stand out! ...Western Pines advertise- 
ments surely do. Their record for 1945 
shows that they were not only seen and 
read... but drew over 100,000 requests 
for ‘“Western Pines Camera Views.” 
For twenty-one years advertising for 
Western Pines has consistently appeared 
in national magazines such as American 
Home, Better Homes and Gardens, House 
and Garden, House Beautiful, Parents’, 
and Sunset. Today, throughout the na- 
tion, people who are planning to build 





or remodel know of the versatility and | 
lasting beauty of Western Pines. 

By creating a real consumer interest 
in Western Pines, the program above out- 
lined has definitely resulted in a sub- 
stantial benefit to Retail Lumber Dealers 
and Builders. We are glad to co-operate 
in this manner and hope that conditions 
at the mills will soon improve suffi- 
ciently to permit shipments of these 
famous Western Pines to retail yards in 
a normal manner. 


WESTERN PINE ASSOCIATION 
Yeon Building, Portland 4, Oregon 
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Douglas Fir -- Sugar Pine -- Ponderosa Pine 


z — Chapter 4 in the Serial 
# Story of MEDFORD 


ging operations. 


* e)tuste 


Picture yourself out here in the heart of our vast 
stand of timber. Let’s climb to the top of that 
ridge. As we approach it. we're startled by the 
cry of T-I-M-B-E-R. It’s the fallers at work. The 
crash of a smooth, long-bodied Douglas Fir 
reverberates through the forest. Soon we “see” 
the limbers over the fallen monarch axing off 
the branches. Next we “observe” the long bole 
being bucked to car length logs. 


To the right we “note” several powerful D8 
Caterpillar tractors, equipped with sturdy-built 
Carco drums and arches, snaking the logs out 
to the railroad spur where a McGiffert loader is 
speedily hoisting them onto a string of cars. 


We find that Medford Corporation is well set up 


2D’S Modern 





wit 


arches, ; 2 D8 
bulldozers, two 
McGiffert load- 


ers, 100 skeleton 

logging trucks, 66 miles of logging railroad, five 
locomotives, and much auxiliary equipment. 
Logs from less accessible timber are truck hauled 
to rail spurs. 


We are impressed with the efficient handling of 
this equipment that is necessary td produce 
350,000 ft. of logs per day to keep the saw mill 
in operation. 


At the next “broadcast” on February 16, Everett 
Gillespie, general supt. will take over and bring 
you a bird's-eye of Medford Corporation modem 
mill facilities. 


MEDFORD CORPORATION 


MEDFORD, 


<I> 


White Fir 


OREGON 


Members of West Coast Lumbermen’s Assn., West Coast Bureau of Lumber Grades & Inspection, Western Pine Assn. 
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Annual Capacity 85 Million Feet 


January 19, 1946, AMERICAN LUMBERMAN 





LEADING WEAVERS started right after V-J Day 
to weave wire screen of Alcoa Alclad Aluminum 
wire! They could—because fifteen years of Alcoa 
research have now developed the’Tight aluminum 
wire for weaving long-lived screens. They hurried 
—because they knew the big demand for a better 
wire screen. So—just tell your customers these 
seven words... 




















THEY'LL LISTEN, and you'll sell! For every home- 
owner knows how unsightly screen stain can ruin 
the looks of light paint or masonry—and everyone 
knows aluminum can’t rust, or produce dark stain. 


AMERICAN LUMBERMAN, January 19, 1946 


“JUST ANY ALUMINUM" WON'T DO ... If it 
would, this announcement could have appeared 
years sooner. Alcoa research has long been study- 
ing the problems of screen life in various climates 
—the problems of weaving aluminum wire. Now, 
we offer proudly the right aluminum for screens. 
So, be sure you ask for Alcoa Alclad Aluminum! 
It’s supplied in 16 MESH—ALL STANDARD 
WIDTHS, and the heavy Alclad wire gives it 
smaller openings than ordinary 16-mesh screen. 


HERE’S HOW WE'LL HELP. . . America is being 
told about this better screen in national advertising 
that will spread the “stain-free” story far and wide. 
And architects, builders—every factor in the sale 
of wire screen will read it in their own magazines. 

It’s the kind of product for which you want to 
make your store rters. Ask your supplier 
for screen cloth of Alcoa Alclad Aluminum. 
ALUMINUM Company OF AMERICA, 1755 Gulf 
Building, Pittsburgh 19, Pennsylvania. 




















-(eo.J.Silbernagel- 


WHOLESALE DISTRIBUTOR 


r 


IT PAYS TO GO AFTER 
WOLMANIZED LUMBER* 
BUSINESS WITH LOCAL 


INDUSTRIES og 











West Coast Lumber 


and 


Lumber Products 


Retail lumber dealers everywhere are finding 
that it pays big dividends to push the sale of 
Wolmanized Lumber. Promoting this 
“lumber-with-a-plus” with your local in- 
dustries, in addition to your local home 
builders, will make more money for you. 

With Wolmanized Lumber—resistant to 
decay and termite attack, plus all of the 
normal advantages of lumber, you have 
much to talk about . . . much to sell—much 
to gain. 


SPECIALIZING IN 


PONDEROSA PINE 


YOUR LOCAL INDUSTRIAL MARKET 


Cold storage plants, laundries, dyehouses, 
tanneries, flour mills, warehouses, water 
works, all these and many others need the 
protection offered in Wolmanized Lumber. 
Stock most-needed sizes to give quick de- 
livery to your customers. 


© LUMBER 

@ MILLWORK 
@ MOULDINGS 
® BOX SHOOK 





a ae 


Geo.J.Silbernagel 


8 S. Michigan Ave., Chicago, Hl. 
ee 


CREOSOTING 


ered FLAMEPROOFING 
trademark nA 


WOLMANIZING 
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1646 McCORMICK BUILDING, CHICAGO 4, ILLINOIS 
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Werth Waiting Por! 


The finest flooring in our history — 
Bruce Finished Flooring with the 
new Factory Finish—will be avail- 
able as soon as manufacturing con- 


- ditions permit. New technical de- 


velopments will give Bruce Finished 
Flooring greater beauty, longer wear, 
greater cleaning ease. This is truly 
America’s newest flooring sensation 
—worth waiting for. 


BRUCE FINISHED FLOORS 


27 











ARM-GLAZE'd Sash 
Writes “Finish” to Sash 
Reconditioning For Us! 


1 ARM-GLAZE is the ex- 
clusive product of The Arm- 
strong Company, produced 
from a secret formula devel- 
oped. in the Armstrong 
laboratories. 


2 ARM-GLAZE has passed 
every glazing test in actual 
service. For wood or steel 
sash it does the best job! 


3 ARM-GLAZE speeds up 
work, eliminates doing jobs 
over, satisfies you, your deal- 
er and your dealers’ cus- 
tomers, 


Armstrong’s Elastic Glazing Compound No. 
33—'‘the layman’s glazing material’ —is 
packed in convenient sized 
metal containers and pos- 
sesses the same fine quali- 
hi ties of workability and 
— economy as Arm-Glaze. 
" Has a hundred uses in 


5 home glazing and plaster 
fi patching. Retains its elas- T ag t A R La | T rg & 
ticity. and non-shrinking 
ualities indefinitely. Or- 
| der Sonne age 
Page ign yt 241 South Post Avenue 4605 South La Salle Street 319 South Crowdus Street 
you will be glad to recom- 2 
mend to the home handy DETROIT 17 CHICAGO 9 DALLAS | 
man. 
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ae bile extra glass 


A STAIRWELL OPENING glazed with PC Glass Blocks brings in lots of . 


light for the stairs, preserves privacy, shuts off an unwanted view, 
perhaps, and adds to the beauty of the house. See details below for 
installation instructions. 





It always pays to recommend 





PLATE 


s home building and remodel- 
A ing get under way, remem- 
ber this: only glass can add so 
much charm and utility to a home 
at such a low cost. Glass helps 
make your house more attractive 
and desirable to your customer. 

Inexpensive applications of 
glass do much to smarten and 
modernize a house, at the same 
time making it practical and serv- 
iceable. Built-in mirrors make a 
room look brighter and larger. 
Walls of Carrara Structural Glass 
in bathroom and kitchen are sani- 
tary, easy to keep spotlessly clean, 
cannot stain or absorb odors. 
A few PC Glass Blocks around the 


Pittsburgh Plate Glass Company 


2049-6 Grant Building, Pittsburgh 19, Pa. 





front door give a warm, inviting 
impression from the outside, ad- 
mit floods of light to the entrance 
hall. The beauty and utility of a 
few economical touches like these 
will exert an added appeal on 
your customer, and enhance your 
reputation as a builder of mod- 
ern houses. A little extra glass 
means a lot of extra charm. 

Our free booklet (you get it, 
without obligation, by returning 
the coupon below) shows many 
other ways of using glass in plan- 
ning better homes. It contains de- 
tail drawings which show how 
each glass application should be 
installed. Send for it today. 


Please send me, without obligation, your new book on the use of glass in 


the home. 


Ce Sr. aa 


COMPAN Y. 





7S 8 U & G@ H 
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HAVE YOU 


ASKED YOUR CLIENTS 





WHEN WILL YOU REPLACE 
THE HARDWARE IN YOUR 
NEW HOME? 





“What a question,” 
YOU SAY,... 


“everybody thinks of hardware as a per- 


‘manent item!” 


That’s the point. It is a permanent, 
basic construction item, and it should last 
for the life of the building—yet many 
home owners will spend more for wall- 
paper, paint and other temporary decorat- 
ing items than for the original hardware 
for their home . . . because, they weren’t 
told until too late. 


Your clients look to you for sound 
advice in all details. Call to their atten- 
tion early the importance of good hard- 
ware. Ask them this question. Then recom- 
mend that at least 2% of the contract 
price be allowed for hardware. Suggest 
that selection be made within a week after 
the contract is awarded. 


That will assure the owners of sufficient 
hardware, quality hardware and the op- 
portunity of choosing a style that har- 
monizes with the architectural beauty of 
their home. 


And that will assure you of a satisfied 
client, and will add to your reputation. 
The McKinney catalog is a handy help in 
suggesting authentic hardware designs. 


Write for a copy of McKin- 
ney's new booklet—‘‘De- 
tails and Data for Hinges” 


McKINNEY 


SINCE 1865 


. 
hah MANUFACTURING COMPANY 
PUTTSBEURGH 82. PENNSYLVANIA 


LINK UP YOUR SALES 


WITH 


SLeetcote 


¢ STAINLESS CAULK 
® GLAZING COMPOUND 
@® © QUALITY PUTTY lon 


I ) fi 
) 3 propucts 4 

That Will Do A Bigger 

Sales Job For You! 








Stainless Caulk 


Stops cracks once and for 
all in tile and plaster, also 
around bath tubs and 
kitchen sinks. Has 50% 
less shrinkage; stays soft 
indefinitely and will not 
crack. Apply with knife or 
gun. Keeps the cold air out 
... the warm air in... stops 
infiltration of dust and dirt. 








Le 


e 
2 Glazing Compound 
_ A superior product for all 
glazing operations. It is made 
to be applied in the same man- 
ner as putty but is not to be 
confused with ordinary putty 
or caulking compound. It pro- 
vides permanent adhesion for 
any kind of glass setting job. 
It will not shrink or crack... 
makes a good water-tight job. 



































Quality Putty . 


A product outstanding for ease 
of application, rugged adhesjon 
to both glass and steel. Made 
with long life durable oils, it 
readily contracts and expands 
with the steel and has the neces- 


sary strength to render outstand- 
ing service. Our superior quality 
putty has made us the largest 
manufacturers of putty west of 


the Mississippi. 











Interested distributors wil! please 
write for full details and prices. 


STEELCOTE MFG. CO. 
3418 Gratiot St., St. Louis 3, Mo 
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MORE LUMBER DEALERS 


| ks 
to fob Rated true 








are switching 


T WAS no “‘wartime secret” that owners of Dodge 
Job-Rated trucks experienced consistent ‘‘on-the- 
job” operation. Because their trucks fit the job, they 
performed more efficiently, operated more economi- 
cally, lasted longer. 


That’s why today so many more lumber dealers are 
planning to standardize on precision-built Dodge 
J ob-Rated trucks. 


They’re buying trucks with engines rated for their 
loads. They’re getting trucks with a transmission 
and clutch, with axles, springs and every other. unit 
Job-Rated to handle the job . . . to do a better job, 


WARTIME YEARS 
PROVED PLENTY 


Two ‘‘eye-opening’”’ facts 
that will long be remem- 
bered by men to whom 
trucks were a “bread and 
butter’’ proposition dur- 
ing wartime, are these: 


















longer, and at low cost! 
DODGE DIVISION OF CHRYSLER CORPORATION 


LISTEN TO THE MUSIC OF ANDRE KOSTELANETZ, WITH FAMOUS GUEST STARS 
THURSDAYS, C.B.S., 9 P.M., E.T. 


DODGE HA TRUCKS | 


1 There's no substitute for years of 

truck-building experience, or for pre- 
cise workmanship and quality . . . major 
reasons for the economy, dependability 
and Jong life of Dodge Job-Rated trucks. 





Dodge Job-Rated trucks stayed on the 

job because of the ready availability 
of Dodge TRUCK PARTS and because of 
the prompt, efficient truck. service of 
Dodge dealers, 


FIT T ta g J @) B a 
See your Dodge dealer Now! 
Let him help you choose the 
right Dodge Job-Rated truck 
for your lumber-hauling needs! 
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Neils production was kept 
high during the labor short- 
age of the war years through 
the use of modern equipment 
such as this one man carriage 
with compressed air controls. 


Neils quality will always be 
kept high through the use of 
good timber manufactured to 
precise standards, carefully 
graded and scientifically dried. 


» 


No. 30 in a series on modern lumber manufacturing. 


J. NEILS LUMBER COMPANY 


Klickitat, Washington Member Western Pine Association Libby, Montana 


ge to YOU AS Your Tay, Phe 
@ 


scr Phone 8115 


NORTH CAROLINA 
MORE ORDERS WANTED -- 


KD FURNITURE DIMENSION STOCK 
CLEATS -- BATTENS 


With new and increasingly active sources of supply, we can now handle more orders 4 ‘ 
for reasonably prompt 2 Pras Send us ae orders and inquiries for regular To Mills: 
or specially worked Furniture and Industrial Stock, specially cut-to-length Cleats 
and Battens, Crating and Plywood. In many cases can ship mixed cars of Cleats, 
Battens and Shooks. Also limited amounts of Gum, Oak, Mahogany, Maple and to reliable shippers. Our 
Douglas Fir Panels. ~ business is growing con- 


We also handle commission business in Southern Pine, Western Pine, Spruce and _. stantly. You are invited 
Douglas Fir, including Douglas Fir Plywood. to contact us. 


We can give dependable, 
permanent representation 


— looking ahead should contactus now on their future requirements. 


L. N. BAGNAL 


mn: )°> Gy Ky WINSTON-SALEM I, 
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Millions of Home Owners Are 


OUR HOUSE 
NEEDS A NEW ROOF 
— AND AN EXTRA 
BEDROOM 


Saying... 































OUR KITCHEN 
IS OLD-FASHIONED. 


WE NEED TO MODERNIZE 
IT — SAVE TIME, 
SAVE STEPS. 


| 
Af) | 
They Need Your Services, Mr. D Dealer 
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Pictures That Tell the Story! 


Here is another AMERICAN LUMBERMAN 
sales aid for you Mr. Dealer. A complete 
reprinted booklet of the series of articles 


about Home Modernization — recently pub- 
lished in AMERICAN LUMBERMAN. 


Tell ‘em and Sell ‘em 


Use this 32 page, 2 color pictorial promotion 
piece to get your share of the tremendous 
modernization business. Let your public 
know you have what they need. Show 
them how, with your help, they can make 
their present homes more attractive, modern 
and completely livable. You can use it as 
a mailing piece, for counter or window dis- 
play, for presentation by your salesmen and 
numerous other ways. 


Buy Quantities at Nominal Cost 


While it cost AMERICAN LUMBERMAN hun- 
dreds of dollars to prepare and produce this 
promotional piece you can purchase quan- 
tities at a fraction of the actual cost—only 
15c per copy in lots of 100 or more, with a 
3 line imprint of your name and address. 
Without the 3 line imprint the charge is 12c 
per copy in lots of 100 or more. On orders 
for less than 100 the charge is 25c per copy. 
Address your orders to: 


AMERICAN LUMBERMAN gees Si eas 








Ea: 















AMERICAN LUMBERMAN, January 19, 1946 

















USE 

STAINLESS STEEL 
AND 

L.UMINUM MOULDINGS 


‘all staircase work. Your customers will be 
ighted with the smart, modern appearance. 
J'll be delighted too with Ford service, not 

y for staircases but for all moulding work. 
zhens, bathrooms, recreation rooms—any place 
ere moulding is used—you can find a Ford 
tal Moulding properly shaped for easy 
‘allation. Over 500 types and sizes of Stainless 
el Snap-On, Stainless Steel and Aluminum 
ings, edgings, angles, channels, tee-shapes, 

1 special sections of decorative trim in shining 
ro-Brite or satin finish. 


Write Today For New Winter Catalog. 
Address Dept. B2 
29 East 45th Street, New York 17, N. Y. 



































IMMEDIATE REVISION OF OPA'S PRICE SCHEDULES IMPERA- 
TIVE TO GET HOME BUILDING LUMBER IN VOLUME 


Five months have elapsed since VJ-Day but the late moves in Washington, 
supposedly aimed at improving the nation’s critical building material supply 
situation are not practical and will not alleviate the housing shortage. Until 
an all-out program to stimulate production of building materials is launched, 
home building will be stymied. A review of OPA ceiling price schedules on 
lumber reveal the reasons why mills are not producing the items needed for 
home construction. 

The nation’s lumber industry is capable of producing more lumber than can 
be consumed in the greatest building boom ever experienced. Lumber pro- 
duction has always been governed by the volume of construction—home 
building has never, until now, been dependent on the amount of lumber 
available. But under a price structure designed to encourage production for 
war, lumber items needed for home building are not being produced in 
volume, and many operations in some regions are entirely out of production 
because of inability to show a profit. 

In the southern producing area, OPA’s refusal to recognize that private 
business is different from government—in that it must operate within its in- 
come—has thrown more than 25 percent of that production out of operation 
and the decline is continuing. F.O.B. mill ceiling prices on southern pine 
have increased 24 percent since MPR No. 19 was issued in 1941. That looks 
good until it is learned direct labor costs have risen 93.3 percent in the same 
period and the cost of operating materials and supplies have increased 107.5 
percent along-with a 33 percent increase in living costs. Normally about 65 
percent of southern pine lumber goes into building construction. 

West Coast producers have not been forced to discontinue operation as 
generally as those in’the south, but they have not been able to cut many 
home building lumber items at a profit because of OPA ceiling maladjust- 
ments. For example, rough, green vertical grain B&Btr clear fir 4’°x12'—12’ 
can be sold for $75 per thousand board feet. When the same item, put through 
many expensive additional operations, comes out as 1"x4"—12’ B&Bir flat 
grain flooring, the OPA ceiling price is only $45—the same price that pre- 
vailed in 1942. Or, if the firm deals in export trade, the 4x12's mentioned 
can be sold for export at $87 per thousand instead of being cut into $45 
flooring—the result, a substantial footage of our lumber is being exported. 
Even when flat grain cants are cut into 1"x4"—12' vertical grain B&Bir fir 
flooring, it sells at the 1942 price of $60. Fir 6"x12'"—12' rough green B&Bir | 
vertical grain sell for $74 per thousand, but when run into 1”x6"—12’ B&Btr 
flat grain flooring or drop siding, the price is only $50 per thousand—the 1942 
price. Framing lumber as compared to plank and timbers must be repriced 
if mill operators are to be interested in cutting logs to dimension rather than 
the easily cut less-wanted items. Instead of lumber manufacturers being able 
to adjust their cutting schedules to satisfy the market, they are forced, under 
OPA ceilings, to produce items which are not suitable for home construction. 

Unless OPA price schedules are revised lumber production will remain 
down and what production there is will not develop items needed for home 
building in any quantity. Furthermore, because OPA price schedules on 
lumber should have been revised last September it is imperative they be 
changed immediately—and not after the conventional six to nine months of 


study and research. 
Habat-G Upuver, 


Publisher 
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“Here’s hw UPSON 
will work with you in 1946” 


SON will continue in 1946 the 35-year 
old policy that has built one of the 
industry’s most loyal dealer organizations. 


By a miracle of business ingenuity, the lumber 
dealers of America have survived the lean years 
just passed. You have withstood the most 
stringent wartime restrictions in history. The 
future holds great and profitable promise! 


For its own part in making that future come 
true, Upson will adhere to its tested dealer 
policies. Upson products will be sold, as in the 


Beautiful, Crackproof Walls and Ceilings 
are possible with Upson Quality Panels 


past, through legitimate channels. Proven con- 
sumer acceptance will automatically assure 
satisfactory dealer profits. Dependable quality 
will continue to be the most profitable ally a 
dealer can have. 


Add to this a continuous advertising campaign 
to architects, contractors and consumers... 
plus an understanding cooperation with dealer 
organizations to increase sales. Combined, they 
give you a sound, profitable line upon which 
to build future business. The Upson Company, 
Lockport, New York. 








Upson Products are Easily Identified 
By the Famous Biue-Center 
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INTRODUCTION 


A recent survey by American Lumberman reveals that 70 percent of the 
Nation’s lumber dealers plan to remodel their present plants or build entirely 
new ones. It is to this large group of progressive dealers that this book is 

| dedicated, in the hope that it will help them solve their individual store and 
| yard modernization problems. | 

























This book differs significantly from any other on the same subject. Rather 
than merely recording what has already been done in the modernization 
field, it plunges boldly into the future and presents to the reader a number of 
entirely new and original store and yard plans. The editors have no desire 
to force these plans on the retail lumber industry; the purpose is to acquaint 

dealers with the design principles on which the layouts are based. 


‘Modern Store and Yard Design” is in no sense an academic treatise. It is 
rather a pictorial storehouse of ideas, with just enough textual matter to guide 
the retailer in his own planning. In the ultimate analysis, successful modern- 

| ization of lumber yards must be planned and implemented at the retail level 


























of the industry. 


L. MORGAN YOST, associate editor of 
American Lumberman, is a practicing archi- 
tect on Chicago's North Shore. He was edu- 
cated at Northwestern University and Ohio 
State University. Very active in professional 
circles, Mr. Yost is widely known for his 
straightforward modern design. He has been 
known to turn down many commissions be- 
cause the prospective client insisted on some 
design which Mr. Yost did not consider suffi- 
ciently progressive. 

A Ms and intensive study of retail mer- 
chandising problems, plus his intimate knowl- 
edge of the building materials field, has quali- 
fied Mr. Yost in the design of modern lumber 
stores. Several of his plans appear in this 
booklet. 










HARRY J. HARMAN, who designed sev- 
eral of the modern stores shown in this book, 
is a 36-year-old Chicago architect with a 
private practice consisting mostly of merchan- 
dising design and residential work. He re- 
ceived both his bachelor's and master's degree 
in architecture from the University of Illinois, 
and was awarded a diploma by the Beaux 
Arts Institute of Design. 

For six years, Mr. Harman taught at the 
University of Illinois, and later served one year 
as assistant professor on the architectural staff 
of Oklahoma A. & M. College. . . . He has 
made a particular study of the merchandising 
problems of lumber dealers. 
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LUMBER YARD MERCHANDISING 


Changes in selling methods have necessitated a new type 
of retail store. In most instances the traditional yard layout 
is inadequate for today’s requirements. 


N OT SO MANY YEARS ago the 

average lumber yard was pri- 
marily a warehousing establish- 
ment. There were sheds, ware- 
houses and open areas for the stor- 
age of lumber and a few other 
building material lines. There was 
always an office but never a store 
or salesroom in the true sense of 
the word. ... Most of the customers 
were contractors, carpenters, far- 
mers or industrial users. It was 
generally assumed that such cus- 
tomers knew about what they want- 
ed to buy and would come into the 


office if interested in placing an 
order. Naturally, there was nothing 
in such a yard or office which at- 
tracted the average homeowner or 
housewife. If desire for a few 
boards forced such an individual to 
enter the store, he or she was apt 
to feel out of place. 

The first step in the evolution of 
modern building material stores oc- 
curred when dealers placed various 
small samples on display in the of- 
fice. Such samples were designed to 
facilitate the selection of materials, 
and, in some cases at least, they 








made it unnecessary to take cus- 
tomers into the shed or warehouses. 
This simple idea of displaying ma- 
terials gradually developed to the 
point where most yards had a small 
sample room, or showroom as it was 
frequently called, adjoining the of- 
fice. Parallel with this trend, and 
perhaps partly responsible for it, 
was a broadening or diversification 
of the lines carried in the average 
yard. 

It was inevitable that such a de- 
velopment would attract ultimate 
users of the materials on display. 


The lumber yard pictured to the 
left was, until recent years, fairly 
representative of thousands of 
similar establishments all over the 
country. By modern standards it 
is obsolete—completely lacking the 
kind of eye-appeal that builds store 
traffic and boosts sales volume. 


Compare it with the brilliantly 
lighted store pictured on the op- 
posite page. A store like this does 
meet modern merchandising re- 
quirements. [It transforms the front 
of the lumber yard into an active 
sales area. This is the kind of ap- 
peal that attracts customers. 
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For the first time homeowners 
found pleasure in coming to lumber 
yards to purchase various items. 
Even so, most yards were not de- 
signed to cater to such a business. 

Through the years the trend 
developed. As dealers continued to 
expand their lines, the small show- 
room evolved into a larger, better- 
lighted display room containing a 
greater variety of materials and 
merchandise. In actuality, if not in 
dealer thinking, it was no longer a 
display room at all. It had become 
a “sales” room, and a surprising 
volume of over-the-counter business 
was being transacted within its 
walls. A big enough volume, in fact, 
to open the eyes of dealers who 
kept a close check on their sales 
operations. This is the level of de- 
velopment at which many retailers 
find themselves today. They have 
progressed a long way. They are 
more aware than before, however, 
of the broad potentialities which 
exist in their chosen industry, and 
realize they still have a long way 
to go to bring their establishments 
up to completely modern standards. 

In very recent years many lum- 
ber dealers have diversified their 
business to such an extent that they 
are now calling themselves “Build- 
ers department stores.” Practically 
everything that is built into a house 
is available in such stores—as well 


as a wide variety of small counter 
merchandise useful in maintenance 
jobs around the home. Many of 
these stores are thoroughly modern, 
but some of them are inadequately 
housed in obsolete buildings. 

In brief, that ig the history of 
lumber yard store design up to the 
present time. But considering that 
more than two-thirds of the Na- 
tion’s lumber dealers are currently 
planning to rebuild or remodel, it 
becomes obvious that this evolution- 
ary progress, rather than having 
run its course, is constantly acceler- 
ating. 

On the following pages you will 
see a number of modern store plans 
designed for dealers in various 
size towns and different locations. 
They represent the latest and most 
progressive thinking in the field. 
An explanation of how they were 
created might be in order at this 
point. 

No matter how great his tech- 
nical or professional skill, the arch- 
itect specializing in home design is 
not necessarily qualified to design 
a modern store. But the architect 
who makes a sincere and compre- 
hensive study of retail merchandis- 
ing—and couples that with his 
knowledge of building design—is so 
qualified. The store plans in this 
book were drawn by two capable 
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architects with specialized training 
in merchandising. They worked in 
conjunction with lumber dealers 
and the editors of American Lum- 
berman. 

Modern store buildings are basic- _ 
ally simple. An ornate structure 
would defeat the purpose. Just as a 
simple Tiffany ring mounting shows 
the stone to best advantage, so does 
a modern store, by virtue of its un- 
obtrusive simplicity, display mer- 
chandise to the best advantage. 

Another identifying feature of 
the modern store is its open front 
design. The typical office building 
type front is outdated. So is the old 
type store front with large show 
windows with closed backs. Most 
designers now prefer to make the 
entire front of the store an area 
of plate glass. This makes the store 
more attractive to the passerby as 
every bit of the interior can be seen 
from the street or sidewalk. It also 
saves work for the dealer. It is 
essential that he keep his store in- 
terior filled with attractive mer- 
chandise displays—and keep them 
neat, clean and brightly lighted. It 
is desirable to have this attractive 
layout visible from the street—an 
end which can be achieved by the 
simple expedient of placing large 
glass areas in the store front. If 
the dealer uses the typical, old-style 
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show windows, he is faced with the 
additional problem of creating a 
new and effective window display 
at least once a week. At the same 
time he is penalizing himself by 
hiding the bulk of his wares from 
the passerby. 

Inside the modern store, the vari- 
ous materials and merchandise are 
arranged in logical groupings. Space 
is used to the fullest advantage 
without cluttering or crowding the 
sales floor. The offices have been 
moved to the rear of the building 
so they will not obscure the sales- 
room or interfere with its efficient 
arrangement. 

Direct sales to homeowners and 
the development of over-the-counter 
merchandising started the trend to 
modern retail stores in the lumber 
and building material field. The 
threat of new competition is apt to 
encourage that trend and foster its 
growth. Mail order houses, depart- 
ment stores and many other types 
of outlets will be competing for a 
share of.the lumber dealer’s right- 
ful business; The dealer with a mod- 
ern store and an aggressive mer- 
chandising program will be better 
prepared to meet the onslaught. 
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Above is shown the interior of a modern lumber yard store. A brightly- 
lighted salesroom with a great variety of merchandise on display attracts 
customers and builds - business. 


Displays need not be “glamorous” to sell merchandise. The hardware 
display shown below is simple but it gets the job done—simply by putting 
the merchandise out where potential customers can see it. 
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Approaching 


The Yard Planning Problem 






This book will furnish ideas, but successful application 
of those ideas depends on the dealer's analysis of his 


HE MODERNIZATION of 
lumber yards splits roughly 
into two major divisions: 1) the 
overall layout of the yard with the 
sheds and warehouses so designed 
and located as to provide for the 
efficient and economical handling of 
materials; 2) the design of the re- 
tail store to display merchandise in 
such a way as to attract customers 
and build sales volume. F 

In the final analysis each dealer 
must solve both phases of the prob- 
lem for himself. Although a. book 
of this nature can help, it must 
necessarily deal with the subject in 
a general way—and cannot possib- 
ly offer working drawings or blue- 
prints tailored to meet the individ- 
ual requirements of the Nation’s 
more than 20,000 lumber and build- 
ing material dealers. 

There is no such thing as a stock 
plan for a lumber yard or store. 
There is no such thing as a univer- 
sal “model” yard. Retailing is a 
highly specialized business, and the 
individual problems of lumber deal- 
ers vary widely from one commu- 
nity to the next. It is no more pos- 
sible, or desirable, to force a stand- 
ard type of store design on lumber 
dealers than it would be to stand- 
ardize their advertising or mer- 
chandising efforts. 

It is possible, however, to define 
the principles of modern store and 
yard design. The dealer who under- 
stands these principles can, either 
by himself or with the help of a 
designer of his own choosing, cre- 
ate a layout which will be ideally 
adapted to his individual require- 
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own business—and cooperation with a capable architect. 


ments—yet thoroughly modern in 
every respect. In preparing this 
booklet the editors of AMERICAN 
LUMBERMAN regarded this as a car- 
dinal point. They have not at- 
tempted to promote any specific 
store or yard plans—but rather to 
offer basic ideas for dealers to 
study. These ideas are progressive 
and modern as well as logical and 
practical. They offer a sound basis 
and starting point for individual 
planning. Various modifications will 
adapt them to the needs of almost 
any dealer. 

In the back of this book is a spe- 
cial section devoted to lumber yard 
layouts, so in the remainder of this 
space emphasis will be placed on the 
problem of retail store design. 

Dealers are urged to approach 
store planning without any precon- 
ceived notions. The dealer’s own 
preferences and prejudices in archi- 
tecture are not a reliable guide to 
store design. After all, it’s not what 
the dealer thinks of his store that 
counts—it’s what the customers 
think of it. If they like to shop 
there, they’ll buy there. The only 
yardstick by which we can measure 
the success of a store design is its 
ability to sell merchandise and keep 
the cash register ringing. 

Stores have been aptly described 
as “machines for selling,” and 
that’s exactly what they are—or 
should be. Just as one cannot de- 
sign a machine until he knows what 
it will be used for, so he cannot 
design a store until he knows what 
is expected of it. He must know 
what the dealer intends to sell and 


to whom he intends to sell it. 

It’s up to each lumber dealer to 
analyze his individual problem and 
solve it; there is no standard pat- 
tern of operation which can be im- 
posed on the entire industry. The 
dealer should study his own busi- 
ness records, the business potential 
in his area, and the visible opera- 
tions of his nearby competitors. He 
should carefully consider all trends 
in the light of his own and other 
dealers’ experiences. In this way, 
he will probably see his business in 
a different light than he did ten 
years ago. 

This careful evaluation will give 
the retailer the information he 
needs to make his plans and bring 
his store up to modern standards. 
Without it he will be floundering in 
the dark. 

Armed with the information 
which can be gleaned from such 
a study of his business, the dealer 
is ready to consult an architect. 
Without such information, even a 
capable architect might have an in- 
correct approach to an individual 
store design. But with facts which 
the dealer can supply, the designer’s 
thinking will be guided in the prop- 
er channels. 

The dealer should start by study- 
ing this entire book carefully. It is 
suggested that he let his architect 
study it. This book does not claim 
to be a technical or academic trea- 
tise on store and yard design. It is 
a pictorial storehouse of progres- 
sive ideas, and the designer as well 
as the lumber dealer will have his 
imagination stimulated by a care- 
ful study of its pages. 
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Plan No. 3 
A super store for location on a 
heavily-traveled highway. 
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Store for outlying locat 


a medium size city. 
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Plan No. 7 


A city yard with department 


store appeal. 


Key to Sales Areas 


Make-it-yourself items, unpainted 
specialties. 


Paints, varnishes, stains, brushes, 
putty, etc. 


Floor coverings, linoleum, wood, 
asphalt and rubber tile, with 
chairs and mirrored corners to 
show appearance of material on 
the floor. 


Tools, including power home 
workshop tools. 


Glass and mirrors. 


Cabinets, breakfast sets, man- 
tels, etc. 


Plywoods. 
Wall boards and tile boards. 


Doors, storm doors, screened 
doors, displayed in pull-out 
frames so they may be operated. 


Exterior wall materials and roof- 
ing materials, in cabinets ar- 
ranged so they may be hung up 
to show different combinations. 


Insulation materials, displayed as 
installed with glass panels show- 
ing cut-away section. 


Samples of lumber and mould- 
ings, displayed so novice can tell 
what he wants without knowing 
the proper name. 


Builders hardware, including 
packaged nails and screws. 


Full size house wall for display of 
windows that work. 


Wallpaper display with seat for 
perusal of samples. 


Island display cases for seasonal 
or special sale items. 
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Plan No. 8 


istrict 


Store for shopping 


location in a large city. 
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Plan No. 9 


A downtown branch store for the dealer whose yard is 
poorly located for the development of over-the-counter 
selling. 


OST LUMBER dealers know only 

too well what will be the major 
sources of their postwar competition. 
Chain stores, appliance stores, and de- 
partment stores all will vie for at 
least a portion of the lumber dealers’ 
business. Some of the retail stores of 
the big mail order houses are selling 
not only hardware and paint but also 
lumber and a complete line of build- 
ing materials. The location of these 
stores on the main street of town, 
handy to the housewife and her hus- 
band while they are shopping for 
other things, means that in many 
cases the lumber dealer will suffer 
at the hands of this competition, un- 
less he chooses a shopping district 
location, and uses it to best advan- 
tage. 
On these pages is shown a modern 


retail store for the lumber dealer. The 
design of this store was formulated 
on the supposition that the lumber 
yard would be in the more or less 
usual trackside location, which is not 
always the best location for a store. 
Therefore, a separate sales store is to 
be established in a strategic position 
in the main shopping center. The 
selection of this location should be 
made only after considerable study. 
Traffic counts should be made to see 
how many people pass the location 
and would be potential customers. The 
ever-increasing problem of automobile 
parking should be well considered. 
Many customers are lost because park- 
ing is too great an annoyance. 
Through traffic is of little impor- 
tance. It is the automobile traffic that 
will stop, and the pedestrian traffic, 





which will make a location success- 
ful. 

Do not try to avoid competition by 
choosing a location away from com- 
peting stores. You may get many more 
customers by being in the same neigh- 
borhood with other stores handling 
similar merchandise, as a person start- 
ing out to buy a certain item will nat- 
urally park his car or center his 
shopping in a location where there 
are many possibilities for the pur- 
chase of that particular item. 

Given this competition, the next 
step is to design the store to’ be suc- 
cessful in the competition. Our store 
is entirely open on the front. It is 
easy to see into it and to go into it. 
Ideally, we would have no store win- 
dows whatsoever, but would merely 
put a roof over our display area, and 
open the entire front to the street. 
Unfortunately, this is impractical, and 
we do the next best thing. We mini- 
mize the store “front” idea, and treat 
the entire inside of the store as a 
display, open to the street, merely in- 
stalling glass as necessary for protec- 
tion. Notice that the angle of the 
glass gives the customer the feeling 
that he is entering the store even 
before he is through the door. The 
same ceiling which covers this re- 
cessed entrance extends into the 
store, further to enhance the feeling 
that the glass is not a barrier. An- 
other advantage is that the angle of 
the glass naturally starts a passerby 
in the direction of the door, and the 
traffic line, formed by a different color 
concrete in the walk, helps with this 
directional feeling. 
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SCALE Vf = ONE FOOT 


This diagram shows the interior layout of the modern store, and the appearance of the “front” is 
pictured on the opposite page. Notice how all the display elements have been blended into en 
efficient arrangement, making the store a real “machine for selling.” Yet a large degree of flexibility 
has been retained, and the displays can be shifted to meet seasonal requirements. 
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Plan No. 11 


An attention-compelling store for the yard which is located 
in an out-of-the-way, industrial section of a city. 
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DISPLAYING MERCHANDISE | 


Wethin the Store 


The lumber and building material dealer accomplishes little or nothing 
if he builds a modern, open front store and then fails to make the interior of 
that store as inviting and attractive as possible. Regardless of how modern 
the store ‘front’ might be, if it opens into a dirty, disorderly salesroom, there 
can be no eye-appeal to build traffic and sales. 


The keys to successful salesroom design are: 1) effective, individual dis- 
plays of the various lines of merchandise. 2) a logical floor plan which 
arranges the displays in the mos? attractive and effective manner . . . Once 
designed and built, such a salesroom must be kept clean and orderly if it is 
to do the job expected of it. 


The store plans on the preceding pages give many ideas for the overall 
layout and arrangement of salesrooms. On the following pages we turn our 
attention to individual merchandise displays. Photographs and drawings 
demonstrate what has been done and what can be done to show materials 
to the best advantage. 


Unit displays such as those pictured here will inject sales appeal into 
the retail lumber yard. A study of these illustrations will give almost any 
dealer at least some ideas he can use .. . No attempt has been made to 
show working drawings of the various displays as their size and construction 
details will necessarily vary according to the type of store in which they are 
located. Most dealers will have someone on the staff who can study these 
pictures and prepare working drawings adapted to individual requirements. 








An effective display is this, wherein roofing materials are shown exactly as they will 
appear when applied. Each panel is individually lighted. 
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Glass-fronted display boxes reveal 
various types of insulation as they 
would look within a wall. The 
shelves hold samples and litera- 
ture. At each side is a bag of 


losse-fill insulation. 


Paint can be displayed on wall shelves or islands. This attractive cor- 
ner combines both methods. 
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Mounted on concealed casters, this circular display can be moved about the 
sales floor. The base is covered with linoleum and the upright partitions fin- 
ished with wall tile. 
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Fencing receives more attention in 
this simply display than it would 
if merely sitting on the floor. 





























Where there are center posts in 
the sales room, they can be built - 
up into fine vehicles for display or 
merchandise. One dealer who sells 
bathroom equipment used one of 
his center posts for this display. 


























Upper right: This builders’ hard- 
ware display is compact but con- 
tains a wide wariety of mer- 
chandise in the cabinets behind 
the panels. Center right: Shown 
here is a counter top with glass 
compartments for various small 
items. The space below holds 
extra stock. Lower right: Island 
counters such as this are versatile 
store fixtures. Several of these 
loaded with fast-moving merchan- 
dise will boost store traffic. 
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types of mer. An attractive lumber sample panel will brighten the wall of any building 
material store. Short samples of boards and dimension lumber are dis- 


played along with mouldings and flooring. Each sample is plainly 
marked for species, grade and price. 
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Useful for displaying many different items, 
is a basic fixture. 
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The two pictures below show a 
convenient way to display doors. 
Each door is suspended from roll- 
ers operating in an overhead track. 
Doors can be slid out one at a time 
for inspection by customers. Di- 
rectly below is a head-on view of 
the display, while the picture at 
bottom right shows how one door 
looks when pulled out for in- 
spéction. 








Many dealers prefer to arrange 
their kitchen cabinet displays in a 
style much like that shown at the 
left to illustrate to their customers 
the advantages of an orderly ar- 
rangement of typical cupboards, 
drawers and cabinets. Shown be- 
low, however, is a display employ- 
ing the same basic sales approach 
but which stresses far more the 
feeling of realism. Added here are 
all the elements of a complete 
kitchen including the range and 
kitchen sink. Either treatment is 
effective in putting across the sound 
practicability of modernizing the 
kitchen. 
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At right is illustrated a special ply- 
wood display unit built in sections 
to give it flexibility in size and in 
the use to which it may be put. The 
dealer can build one, two or three or 
more units according to the space 
he has available, and as indicated, 
it can be used on a flat wall or 
around corners. The area designed 
for photo murals of plywood in 
use is clearly indicated. A rack to 
hold plywood samples on edge ex- 
tends along the bottom, and under 
the shelf are accommodations for 
literature. The slanting rack to 
hold the plywood samples on dis- 
play is well illuminated by fluo- 
rescent tubes concealed under dif- 
fusing glass at the top. All types 
of softwood, hardwood and plastic 
faced plywoods that the dealer 
stocks or supplies through his 
warehouse connections should be 
represented among the samples. 


AMERICAN LUMBERMAN, January 19, 





A special display such as this brings a touch of glamor into the sales 
room and never fails to excite prospective home owners. Automobiles 
and landscaping carried out in scale give an impression of realism. 
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Floor counters such as this can add much 
to the appearance of the store while at the 
same time providing a vehicle for attrac- 
tive display. Sectional construction per- 
mits varied arrangements on the floor. 


Photo: Admiral Corporation 


There’s nothing fancy about this display, but a clean, simple layout such 
as this has a high sales appeal. 





A half-round table such as this is ideal for spot displays. It can be used singly 
against the wall or two of them can be placed together to form an island anywhere 
in the store. 
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More and more building material 
dealers are securing franchises to 
sell home appliances. The back- 
ground suggested here, built in 
sections, can be adapted for use 
with stoves, refrigerators, washing 
machines or any number of items 
that might be featured on the floor 
of the building material store in 
years to come. 


Displaying board insulation and 
wall boards is always a problem 
for retailers, small pieces of 
boards used on the counters be- 
come soiled from handling and, 
even when new, fail to reveal the 
full attractiveness of the product. 
The two displays above illustrate 
how the problem was solved by 
dealers who realize the value of a 
good presentation to prospects. 

In some instances it has been 
found that a few chairs and a table 
well-stocked with literature on 
building materials proves to be a 


fine sales help. 
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Where retailers stock small appliances, tools or other items that lend Circular fluorescent lamps will do 
themselves to floor display, a sectional shelving arrangement such as this an excellent job of lighting small 
will simplify the problem. Built in sections, the layout on the floor displays of the type shown here. 
can be varied as the need arises. 


This display on the wall doubled 
wallboard sales for one dealer. 
Full-size panels such as these can 
be changed easily, and each is 
identified and price-marked with a | 

neat sign. 



















A display of good variety of miniature model homes can be of invaluable 
aid in stimulating customer thinking and in solidifying opinions of pros- 
pects as to house design. Very few persons will. pass by a display such 
as the one shown here without stopping for a good look. 
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Linoleum is one of the components of a 

modern home that can logically be sold 

by a lumber dealer. Above is an attrac- 

tive linoleum department which is very 

effective in creating interest and building 
sales. 


More and more building material dealers 

are stocking wallpaper. One retailer 

finds this presentation of patterns a busi- 

ness-getter. Comfortable chairs make 
shopping easy. 


Below is a simple and practical display 

booth for insulation board being used 

very successfully by a retailer as one of 

the points of interest in his building ma- 
terial store. 





















































A good display rack for doors very often means the difference between a nice profit 
on the line or only mediocre success. The Capital City Lumber Co., Columbus, Ohio, 
designed this substantial rack out of iron pipe. 





AMERICAN LUMBERMAN, January 19, 1946 75 











tetortal PLANNING HELPS 


When a lumber dealer undertakes the job of creating a modern store 
whether he be remodeling his old establishment or building an entirely new 
one—there are always dozens of problems and questions that present them- 
selves. Not only must such problems as design of the store front and layout 
of the salesroom be solved, but innumerable other questions arise. What is 
the best way to light the salesroom and the various displays of merchandise? 
How should the offices be finished and decorated? What must be done to 
create effective window displays? Should signs be used to identify the 
various departments of the store? 


Perhaps many dealers are best qualified to answer these questions for 
themselves. Others will depend on the judgment of the architect they select 
to draw the plans for their store. But both the dealer and architect will prob- 
ably be eager to receive and study every available idea that will help in the 
task .. . That is the purpose of the following pages — merely to present a 
number of pictorial ideas which might help the lumber dealer bent on store 
modernization. 
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Long fluorescent tubes provide excellent general lighting for the entire 
store. Spotlights focus attention on individual displays. 
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The simplest way to install fluor- 
escent lighting for brilliant illumi- 
nation of the entire store. The light 
ceiling has a high reflection factor. 
The small fixtures which support 
the cold cathode tubes are fastened 


directly to the ceiling. 
A comfortable reception and waiting room keeps customers pee up 


when they’re waiting to discuss house plans or seek advice on financing. 


Fixtures incorporating fluorescent and incandescent lamps as illustrated 
provide wide flexibility. Wall displays should have plus lighting. Free- 
standing exhibits should be built with “high lighting.” 
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An exceptionally effective modernization job was 
accomplished by the dealer who converted his old 
store into the attractive establishment shown above. 


The attractive fronts on these two lumber yards demonstrate what has 
been done and what is to be done by many retailers throughout the na- 
tion. Although these jobs were completed before wartime building 
restrictions halted such projects, blueprints have been completed by 
many lumber dealers for yard modernization as soon as possible. 














This well-balanced, systematically arranged sales display demonstrates what can 
be done by adhering to the fundamental principles of careful, “eyeful” plan- 
ning. Although the paint stock dominates this corner of the sales room, a 
clean, well-filled builders hardware display can be seen at the far left and a 
small tool counter is at the lower right. At lower left is a typical counter dis- 
play of small items that invite inspection by roving customers. Below the 
“Color Consultant Service” sign is the rack of paint color and sample cards 
with literature on the counter in front of it. The floor sales counter with desk, 
and telephone brings customers to this end of the store to complete sales. 
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Most store designers consider the 
large display window with closed 
back as being obsolete. They now 
prefer to make the entire front of 
the store into a large area of plate 
glass so that all of the salesroom is 
visible from the sidewalk or street. 
The reader will notice, however, 
that several of the store plans in 
this book call for small display 
windows similar to those pictured 
above and below. These small win- 
dows are easy to decorate. 
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A glance at the sales floor reveals that this retail store is definitely the 

building and home servicing headquarters for the trade area. Note the 

special room devoted exclusively to “Home Service Department.” Even 

the most casual visitor to a store such as this will find something of 

interest to him whether he is a home building or remodeling prospect or 
merely a renter. 
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The store front is the invitation to enter and buy. Neat and attractive dis- 
plays are essential and therefore high levels of lighting are a necessity. Note es 
the cut-away section at right of the company’s name sign over the main en- — 
trance to show how fluorescent lighting will illuminate the sign. 


80 


January 19, 1946, AMERICAN LUMBERMAN 





These modernization jobs on existing 
lumber yard buildings have been com- 
pleted. They illustrate what can be done 
to improve the premises where an en- 
tirely new building is not. practical or 
desirable. The job at the right can be 
adapted to any number of small lumber 
yards without going to a lot of expense, 
and will add considerably to the pulling 
power and prestige of the premises. 
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Pictured here is an impressive pri- 
vate office for the dealer who likes 
to keep up appearances. Offices 
need not be elaborate, and the 
dealer can exercise his own 
judgment and taste in furnishing 
them. ... One point should be kept 
in mind, however. By modern 
standards the offices must be 
moved to the rear of the building 
and made subordinate to the sales- 
room. The important area at the 
front of the store building should 
be devoted to the salesroom, and 
offices up front would, in most 
cases, interfere with its effective 
arrangement. 

















An architect’s drawing of a new retail store business corner. It’s a far cry from the dull, 
in National City, Calif. The building, 115x175, uninteresting appearance of the old-fashioned 





is of frame construction with stucco exterior lumber yard to the trim, modern lines of this wre 
and is located one block from the city’s main establishment. H 
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At left: A bare circular fluorescent 
lamp is always a particularly effec- 
tive “eye-catcher.” This lighting of 
the paint samples should be ar- 
ranged so that either incandes- 
cent or fluorescent lamps will show 
the appearance of a color under 
conditions of use. 














Illustration from Westinghouse 
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For the dealer who carries a ra- 
ther complete line of floor cover- 
ings, the display idea shown 
above will have possibilities. Cus- 
tomers can browse through the 
sample cases as they would a 
book. Selections can be removed 
and placed on front of doors for 
comparison. In the angle of the 
display is a mirror-walled corner 
where samples may be laid on the 
floor and the apparent size in- 
creased four-fold. 


Two wrapping counters shown 

below with the cash register be- 

tween makes for prompt cus- 

tomer service in this modern- 
lumber store. 
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A combined sign and lighting fixture that can be adapted for placement 
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over any department in the building material store. 








Here are a couple of display ideas 
for the dealer who has conven- 
tional show windows in his store. 
The smaller illustration shows a 
rather simple arrangement of 
paint and brushes. Such a display 
is easy to create, yet can be ex- 
pected to have a good deal of sales 
appeal, especially during certain 
seasons of the year. . . . The large 
picture depicts an unusual window 
display created entirely by means 
of attractive posters. A window 
with as much basic appeal as this 
one would not have to be 
changed frequently. The dealer 
who is merchandising package 
homes might let it stand indefi- 
nitely. .. . For most dealers, how- 
ever, the open-front store is rec- 
ommended in preference to win- 
dows of this type. Since it is es- 
sential to have an attractive sales- 
room, it is wise to have that sales- 
room visible from the street. Then, 
too, the open front store obviates 
the need to create a fresh window 
display every week. 
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Plan Your Store on This Convenient Grid 


See instructions on next page. 
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Suggestions for Use of 
STORE PLANNING GRID 
on Reverse of This Page 


This grid is intended only as a handy form on which you 
can sketch the floor plan of your proposed store with reason- 
able accuracy. Because of the small scale, it is obviously not 
suitable for a detailed drawing. As a rough planning sheet, 
however, it will help crystallize your ideas on overall ‘store 
layout, placement of displays, etc. 


For a large store let each square on the grid represent 
one foot. This scale can be made larger or smaller depending 
on the overall dimensions of your establishment... If you 
are planning an entirely new store use red pencil to sketch 
the floor plan on the grid . . . If it's a remodeling job, sketch 
in the present floor plan with red pencil and show the pro- 
posed alterations in blue. 
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LUMBER YARD LAYOUTS | 


Design of the lumber and building materials yard is—and must be—an 
individual problem for each dealer. There are no stock plans which will 
satisfactorily solve that problem, and the dealer who wants to create an 
efficient merchandising establishment cannot shirk the pre-requisites of analy- 
sis, evaluation and planning. 

Principles of efficient storage and handling and effective display can be 
described briefly, but when these principles are combined into a layout and 
construction type to fit the kind and volume of local trade, the size and shape 
of ground space available, the original ideas of the owner, and the sales 
policies he has worked out, there is small chance that a universally workable 
plan exists anywhere in the world. 

Generally speaking any yard layout which is efficient can be called modern. 
The object is to eliminate unnecessary handling of materials and reduce costs 
of operation. Dealers doing a large volume of business are beginning to 
investigate mechanical handling of materials as one solution to the problem. 
Lift trucks, lumber carriers, conveyors and similar equipment have, in some 
of the larger yards, proved their ability to save labor and money. The small 
yard, however, might not be handling a sufficient volume of materials to 
justify investment in such equipment. Depending on manpower to move its 
mcterials, the small yard would achieve efficient operation by means of an 
entirely different layout than would the large, mechanized yard. 

The following pages contain many drawings of sheds and warehouses as 
well as diagrams of yard layouts. Perhaps there are ideas here which you 
can adapt and modify to meet individual requirements. 
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Above is an interior view of an unusually clean and efficient warehouse for the 
storage of building materials. . . . Below, the cross section and plan of another 
warehouse are shown. ... None of these sketches are intended as working draw- 
ings, but merely as explanatory diagrams to help the reader visualize the vari- 
ous sheds. Construction details will vary according to local conditions. 
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. Ironing Board 

. Phone Cabinet and Medicine 
Cabinet 

. Ironing Board 


. Phone Cabinet and Spice 
Cabinet 


Medicine Cabinet 
Medicine Cabinet 
Cupboard 

Ironing Beard 

lroning Board 

China Closet 

Sink and Kitchen Cabinets 


Cooler 


. Door Display Cabinet 
. Mantel (Colonial) 
. Brick and Box Mantel 


Samples of Materials (Cabi- 
nets) 





Nook Table 

Nook Seat 

Wall Sample Display 
Docr Cabinet Display 
Open Shelf China Case 
Open Shelf Book Case 
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at least two reasons. One of 

these is the location of carefully 
planned displays in a manner that 
utilizes all of the available space 
without resulting in a crowded ap- 
pearance. The other is the design 
of material storage space and lumber 
bins with offset levels to conform to 
the sloping terrain of the lot. 

A feature of the displays is that 
they are all mounted on casters so 
that they can be moved readily and 
placed in any part of the room for 
the prospective builder’s inspection. 
Both natural and artificial light can 
thus be used more effectively, and as- 
semblies of displays can be put to- 
gether rapidly to give the prospect 
a complete picture of the various ma- 
terials and pieces of equipment used 
together. 
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The Basic, U-Shaped Yard Plan 
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This simple yard layout has been used by many lumber dealers with 
complete satisfaction. It is particularly suitable for the small, country 
yard not located on railroad tracks, but might be expanded or adapted 
to fit other types of operations. . . . It is assumed that all materials will 
be moved in and out of this yard by truck. Arrows show the direction 
of traffic. In one complete circuit of the U-shaped driveway, a truck will 
pass every shed or open piling area in the yard. Thus loading and 
unloading is facilitated. Farm customers who come to the yard for 
materials can be routed through the yard to have their trucks loaded. 
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several reasons, one of which is 

its location on an irregular lot, 
bounded on three sides by public 
thoroughfares. The 54-foot side 
facing the most heavily traveled 
street was chosen as the front, and 
it is on this side that the sales room 
with its wide display windows was 
constructed. 

Another interesting feature of this 
yard is the use of three narrow-gauge 
tracks connected by a turntable. A 
siding from the main line of a nearby 
railroad runs adjacent to the yard 
along one side as shown in the ac- 
companying plot plan. Cars of lum- 
ber are spotted on the sidetrack at 
the end of the narrow gauge track. 
Material is then unloaded to small 
cars in which it is easily placed in 
front of any bin in the main shed 
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or the open shed behind the office and 
sales building. 

The open space along the sidetrack 
is used for piling shingles, lath, brick 
and form lumber, so that these rap- 
idly selling commodities can be un- 
loaded from the cars with the least 
possible expenditure of time and 
labor. 

The lot slopes to an elevation about 
nine feet lower at the rear than at 

2 814 Seog the front. Shed foundations were 
waet 5 | therefore gradually “stepped down” 
which results in making the rear bins 
larger than those at the front. The 
cut-away view through the front, and 
the typical cross-section afford a good 
| idea of the construction of the shed. 
gi The angle made by the sides of the 
=> office building and the street at the 
front is sixty-six degrees and thirty 
minutes. 
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Mechantzing the Yard 


FOR EFFICIENT OPERATION 


HE HEAVY, BULKY mate- 
rials stocked in the lumber 
and building material yard are es- 
sentially hard to handle. Unload- 
ing the materials from railroad 
cars, moving them into the yard 
and storing them — later loading 
them onto a truck for delivery to 
customers—is a slow and costly 
process in most yards. The flow of 
materials into and out of the yard 
constitutes a problem that has been 
satisfactorilly solved by compara- 
tively few dealers. 

Usually there are too many steps 
in the handling process, and fre- 
quently the yardmen work unas- 
sisted by mechanical equipment of 
any kind. Thus, the materials must 
be moved by hand, piece by piece. 

Back in the days when yard labor 
was cheap, plentiful and reasonably 
diligent, materials handling was a 
minor problem. Inefficient opera- 
tions did not impose too great a fi- 
nancial burden on the yard. But 
with.today’s-rising wages—plus the 
tendency for labor to reduce the 
hourly output of work which is evi- 
dent in some areas — antiquated 
handling methods have become a 
major problem. They are running 
up expenses and cutting into the 
dealer’s profits. 

Improper layout of the yard is 
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one factor which increases handling 
costs. Another factor is too much 
dependence on manual labor. Use 
of mechanical equipment can reduce 
costs substantially and save valu- 
able time providing the yard is cor- 
rectly laid out for its use. 

On these pages are a number of 
photographs of mechanical handling 
equipment and drawings of yard 
layouts designed for its use. How- 
ever, yards need not resemble those 
pictured here in order to use such 
equipment. Almost any yard can 
be replanned and remodeled for 
mechanized materials handling. 

UNIT HANDLING 

Efficient mechanization of the 
yard demands that materials be 
handled in unit loads rather than 
piece by piece. In many cases the 
“unit” of lumber is a stack four 
feet wide by four feet high and as 
long as the pieces of lumber in the 
stack (generally from eight to 20 
feet in length.) However, the size 
of this unit could be made smaller 
or larger (up to the maximum ¢ca- 
pacity of the handling equipment) 
as local conditions required. 

The unit of plywood or wallboard 
is made simply by stacking the 
panels flat until a height of four 
feet (or any other desirable height) 
is reached. 








Illustration: Ross Carrier Co. 


These units customarily rest on 
bolsters so that a carrier can strad- 
dle the unit and pick it up—or so 
that the fork of a fork-lift truck 
can be inserted under the unit to 
elevate it. The common type of bol- 
ster is merely a hardwood 4 x 4 
(usually about four feet long) with 
a piece 4 x 4 x 4 inches bolted to 
each end. Two of these bolsters, 
one at each end, will support the 
average unit, but an exceptionally 
long unit of lumber might require 
three or more. 

The lumber carrier picks up the 
unit by means of the bolsters and 
when it drops the load, leaves it 
still supported on them. The fork- 
lift truck, however, lifts the unit 
off the bolsters when it goes to 
work. When units are stacked high 
in a shed or warehouse, they are 
separated by dividers to hold them 
four inches apart so the lift trucks 
forks can be inserted between units 
to handle them one at a time. A 
bolster turned on its side will serve 
as a divider. In most operations 
two or more of them are placed on 
top of the unit before it is lifted 
into storage position. In this way 
the stack will always be ready to 
receive another unit on top. 

Materials other than lumber and 
plywood are unitized in different 
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POLES TA Cte ate bins 


The lumber carrier pictured to the 
right is a versatile machine which 
saves many man hours of labor 
and cuts costs in large operations. 
It straddles the load, picks it up 
and transports it to the desired 
destination. Although originally 
designed to handle lumber, the 
carrier here demonstrates its versa- 
tility by transporting a load of 
brick. 




































Illustrations: Ross Carrier 


The lift truck makes short work of 
the handling job where lumber is 
stored in large quantities. Instead 
of being placed in the bins end- 
wise, the lumber is stacked parallel 
with the alley. 
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Equally valuable in large-scale ma- 
terials handling operations, the 
fork-lift truck shown at the left 
will handle lumber as well as ply- 
wood, wallboard and many other 
materials. Even small units such 
as bricks can be lifted in large 
quantities if stacked on platforms 
or pallets. 








ways, depending on their nature, 
but pallets offer one of the simplest 
and best methods. There are vari- 
ous types of pallets, but all of them 
are fairly simple little platforms 
which can be made easily from short 
pieces of lumber. They afford a 
solid surface on which materials 
(such as bags of cement) can be 
stacked, and at the same time al- 
low room underneath for the car- 
rier or lift truck to grab the load. 
These palletized units can _ be 
stacked high, one atop another, in 
the warehouse. The lift truck ele- 
vates the pallet as well as its con- 
tents into storage position. 

Unit piling and handling of ma- 
terials has many advantages. It 
speeds the work and reduces costs. 
Also it greatly simplifies the inven- 
tory problem. Each unit of 2 x 4s 
contains the same number of pieces. 
Each unit of cement contains the 
same number of bags. Therefore, 
it is necessary to count only the 
units and multiply by the number 
of pieces in each. Individual pieces 
are counted only when units have 
been broken. 

For the average lumber dealer, 


however, there are certain draw- 
backs to unit handling. Many of 
his lines are not stocked in suffi- 
cient quantity to make it feasible. 
Even though he carries large stocks, 
he frequently fills small orders call- 
ing for a few pieces of this and a 
few pieces of that. For these rea- 
sons, it is almost essential that the 
retailer maintain a separate piece- 
order inventory. 

Existing lumber yards cannot al- 
ways be mechanized simply by pur- 
chasing the motorized handling 
equipment and putting it to work. 
Frequently it is necessary to make 
structural alterations in some of 
the sheds and warehouses—and 
sometimes the overall yard layout 
must be modified in order to facili- 
tate operation of the machines. 

More often than not, however, 
these problems can be solved rather 
easily. The dealer who studies all 
of the handling equipment on the 
market will probably discover that 
some of it will fit into his opera- 
tion nicely. Most of the manufac- 
turers of such equipment maintain 
free engineering services, and the 





dealer can turn to such sources for 
advice and help. They will help him 
analyze his yard operation and 
select the proper equipment for him. 

A few years ago the average lum- 
ber dealer encountered serious ob- 
stacles in trying to plan the mech- 
anization of his yard. Most of the 
handling equipment available was 
large and quite expensive. Manu- 
facturers were aware of this draw- 
back, and the trend in recent years 
has been toward smaller, more flex- 
ible units requiring smaller original 
investments. The time is approach- 
ing when almost any lumber yard, 
regardless of its size, will be able to 
employ some type of mechanical 
handling equipment profitably. 

Moving large quantities of mate- 
rials quickly and cheaply is the boon 
which mechanical handling offers 
the lumber dealer. The pictures on 
these pages will give some idea of 
how this can be accomplished. In- 
dividual study by the dealer, with 
help and advice from equipment 
manufacturers, will reveal how the 
technique can be adapted to any 
particular yard. 


Cutaway drawing below shows the type of warehouse best suited for the storage 
of lumber when it is handled with mechanical equipment. Each “unitized 
package” of lumber rests on bolsters and can be quickly and easily removed 
by the fork-lift truck. It is equally simple to place new, incoming unit pack- 
ages up into storage position. 
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STREET 


This yard layout was planned for the use of mechanical handling equip- 
ment and is recommended for serious consideration by any lumber dealer 
who normally handles a large volume of boards and dimension lumber. 


An operating area is provided alongside the railroad siding. As the cars 
are unloaded, the lumber is sorted and stacked in units on bolsters. Plywood, 
wallboards, etc., can likewise be stacked on bolsters. Many other items car- 
ried by the dealer can be stacked on small platforms or pallets. A lumber 
carrier operating in this area straddles each load of materials, picks it up and 
transports it to where it will be stored. 


Brick and tile are carried to an open storage area. Various other building 
materials go to the dry storage warehouse, and lumber is taken into the large 
shed at the center of the yard. 


A fork-lift truck operates within the center shed, picking up the unitized 
packages of lumber dropped by the carrier and elevating them to storage 
positions atop high stacks. .. . When filling large orders for lumber, the fork- 
lift truck removes lumber from the stacks and places it directly on the delivery 
truck, which is pulled up alongside the door to the shed. 


A conventional lumber shed is included in this yard. Its purpose is to hold 
a piece-order inventory. Most dealers fill many orders which are too small 
to be handled conveniently by machinery, and such deliveries can be loaded 
by hand out of this shed. . . . The lumber carrier will bring lumber into this 
shed, but conventional bins must be filled by hand. 























MASON SUPPLIES 
WAREHOUSE 











MILLWORK 
FLOORING 


HARDWARE 
PLUMBING 


ELECTRIC 














OFFICE-DISPLA 
60-0 x 40-0 








OPERATING AREA FOR 
FORK LIFT TRUCK 








REGULAR 
20-O] BINS 


UNIT 
PILING 


180-0" 





4 


70:0" 


——o 





none 4 


BRICK 
TH. €. 
TIMBERS 


Y PRE BUILT DISPLAY AREA 








a ‘. ste, es 
CUSTOMER -P 
¥ \ oe ‘\ % 


S 





98 


ARKING 





; YARD APPROX 300° X 200° 








In many cases yard efficiency can be improved and handling costs can 
be reduced by partial mechanization. The yard layout shown here, for 
example, was planned for a fork-lift truck, but does not require lumber 
carriers or any other equipment not customarily found in the average lumber 
yard. For this reason, the layout does not require an excessively high invest- 
ment in materials handling equipment—but does enable the yard to operate 


efficiently and save 


labor costs. 


The mason materials warehouse is right on the railroad siding and has 
a dock so that cars can be unloaded and materials stored inside in one simple 
operation. This work is performed by hand rather than machinery, although 


conveyors might be 


used to advantage in some cases. 


All other materials, however, are unloaded from the railroad cars and 
stacked on the ground—on bolsters or pallets, whichever is suitable for the 
particular material being handled . . . Lumber is stacked in units on bolsters. 

In this layout distances are short and there is plenty of open space for 
maneuvering, so the fork-lift truck serves as a carrier as well as a stacker. It 
picks up the loads and transports them to the proper storage buildings or 


areas shown on the 


layout. 


One side of the lumber shed is devoted to unit piling. This, of course, 
is for boards and dimension stock which the dealer carries in large quantities. 
Such stock is piled parallel with the central driveway of the shed. The other 
side of the shed has regular 20-foot bins. The lift truck drops lumber in front 


of these bins and it 


is loaded into the bins lengthwise. 


Januery 19, 1946, AmERICAN LUMBERMAN 





Plan Your Yard Layout on This Grid 


See instructions on next page. 
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Suggestions for Use of 
YARD PLANNING GRID 
on Reverse of This Page 


This grid is intended only as a handy form on which you 
can sketch the layout of your proposed yard with reasonable 
accuracy. Because of the small scale, it is obviously not suit- 
able for a detailed drawing. As a rough planning sheet, how- 
ever, it will help crystallize your ideas on yard layout, place- 
ment of sheds, and the flow of materials in and out of the yard. 


For most yards a satisfactory scale can be arrived at by 
letting each square represent three feet. This can be changed 
as needed ... If you are planning an entirely new yard use 
red pencil to diagram the layout on the grid . . . If it's a yard 
changing job, sketch the present layout in red and show the 
proposed alterations in blue. 
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Yard Modernization Directory 


Sources of Supply for Fixtures, Equipment and Materials 


Air Conditioning Equipment 

Airtemp Division of Chrysler Corp., 
1119 Leo Ave., Dayton 1, Ohio. 

Carrier Corp., S. Geddes St., Syracuse 
2, Ihe. Be 

General Electric Co., 5 Lawrence Ave., 
Bloomfield, N. J. 

L. J. Mueller Furnace Co., 2005 W. 
Oklahoma St., Milwaukee 7, Wis. 

B. F. Sturtevant Co., Damon, Hyde 
Park, Boston, Mass. 

The Trane Co., Second & Cameron 
Aves., La Crosse, Wis. 


U. S. Air Conditioning Corp., 2101 
Kennedy St., N.E., Minneapolis, 
Minn. 


York Corp., York, Pa. 


Composition Flooring 
American Tile & Rubber Co., Perrine 
Ave., Trenton 2, N. J. 
Armstrong Cork Co., Floor Division, 
Lancaster, Pa. 
Bird & Son, East Walpole, Mass. 
David E. Kennedy, 58 Second Ave., 
Brooklyn 15, N. Y. 

The Paraffine Companies, Inc., 475 
Brannan St., San Francisco, Calif. 
Taylor Manufacturing Co., 3050 W. 
Meinecke Ave., Milwaukee 10, Wis. 
Thomas Moulding Floor Co., 165 W. 

Wacker Dr., Chicago, Ill. 
The Tile-Tex Co., Chicago Heights, Il. 
Uvalde Rock Asphalt Co., Frost Bank 
Bldg., San Antonio, Tex. 


Fixtures—Store and Display 

Adelta Show Case & Fixture Manu- 
facturing Co., Dallas, Tex. 

American Fixture & Manufacturing 
Co., 2300 Locust Blvd., St. Louis, Mo. 

Aurora Equipment Co., Aurora, II. 

Columbus Show Case Co., Columbus, 
Ohio. 

Frick Gallagher 
Wellston, Ohio. 

rand Rapids Store Equipment Co., 
1340 Monroe Ave., N. W., Grand 
Rapids 2, Mich. 

W. C. Heller & Co., Montpelier, Ohio. 

Holgate Bros. Co., Kane, Pa. 

The Kruse Co., 112 Seventh Ave., N. E., 
Rochester, Minn. 

Lyon Metal Products, Inc., Aurora, III. 

Multiplex Display Fixture Co., 910 N. 
Tenth St., St. Louis 1, Mo. 

Stackbin Corp., Providence, R. I. 

W. L. Stensgaard & Associates, Inc., 3 
N. Justine St., Chicago 7, Ill. 


Glass Block 
Owens-Illinois Glass Co., Toledo, Ohio. 
Pittsburgh Corning Corp., 632 Du- 

quesne Way, Pittsburgh 19, Pa. 


Manufacturing Co., 


Handling Equipment 

The American Pulley Co., 4200 Wissa- 
hicken Ave., Philadelphia 29, Pa. 

Barrett-Cravens Co., 3255 W. 30th St., 
Chicago 23, Ill. 

Clark Tructractor Div., Clark Equip- 
ment Co., Battle Creek, Mich. 

Dallas Machine & Locomotive Works, 
Dallas, Ore. 

The Elwell-Parker Elect. Co., 4205 St. 
Clair Dr., Cleveland 14, Ohio. 

The Fairbanks Co., 393 Lafayette Ave., 
New York 2, N. Y. 

Hyster Co., Portland 8, Ore. 

Lewis-Shepard Products Inc., Water- 
town 72, Mass. 


Logan Co., Inc., Louisville, Ky. 

Nutting Truck & Caster Co., 
Faribault, Minn. 

Rapids Standard Co., Grand Rapids 2, 
Mich. 


Inc., 


Ross Carrier Co., Benton Harbor, 
Mich. 

Standard Conveyor Co., North St. 
Paul, Minn. 


Yale & Towne Manufacturing Co., 4530 
Tacony St., Philadelphia 24, Pa. 


Hardwood Flooring 

Bradley Lumber Co., Warren, Ark. 

E. L. Bruce Co., Memphis, Tenn. 

Carr Lumber Co., Pisgah Forest, N. C. 

Chapman & Dewey Lumber Co., Mem- 
phis, Tenn. 

Connor Lumber & Land Co., 
field, Wis. 

Cotton & Hanlon, Odessa, N. Y. 

Crossett Lumber Co., Crossett, Ark. 

Dierks Lumber & Coal Co., Kansas 
City 6, Mo. 

Exchange Sawmills Sales Co., Kansas 
City 6, Mo. 

Fordyce Lumber Co., Fordyce, Ark. 

Frost Lumber Industries, Ince., 
Shreveport, La. 

Holt Hardwood Co., Oconto, Wis. 

Kirby Lumber Corp., Houston 1, Tex. 

Lightsey Bros., Miley, S. C. 

Long-Bell Lumber Co., Kansas City, 
Mo. 

Meadow River Lumber Co., Rainelle, 
W. Va. 

Mobile River Saw Mill Co., Mt. Ver- 
non, Ala. 

Mower Lumber Co., Charleston, W. Va. 

Ozark Oak Flooring Co., Bismarck, 
Mo. 

Rib Lake Lumber Co., Rib Lake, Wis. 

Tremont Lumber Co., Rochelle, La. 

J. W. Wells Lumber Co., Menominee, 
Mich. 


Marsh- 


Lighting Equipment 

Curtis Lighting, Inec., 6135 W. 65th 
St., Chicago 38, Ill. 

Day-Brite Lighting, Inc., 5411 Bulwer 
St., St. Louis 7, Mo. 

Fleur-O-Lier Manufacturers, 2116 Keith 
Bldg., Cleveland, Ohio. 

General Electric Co., Lamp Dept., 
Nela Park, Cleveland, Ohio. 

General Luminescent Corp., 622 S. 
Federal St., Chicago, I11. 

Edwin F. Guth Co., 2615 Washington 
Blvd., St. Louis, Mo. 

W. H. Long Co., 425 N. Clark St., 
Chicago 10, Ill. 

Sylvania Electric Products, Inc., 500 
Fifth Ave., New York 18, N. Y. 

The F. W. Wakefield Brass Co., 731 S. 
Water Ave., Vermillion, Ohio. 

Westinghouse Electric Supply Co., 40 
Wall St., New York 5, N. Y. 


Metal Trim and Mouldings 


Allegheny Ludlum Steel Corp., Brack- 
enridge, Pa. 

Aluminum Co. of America, Gulf Bldg., 
Pittsburgh 19, Pa. 

The American Rolling Mill Co., 703 
Curtis Ave., Middletown, Ohio. 

B & T Metals Co., Columbus, Ohio. 

Ford Metal Moulding Co., 329 E. 45th 
St., New York, N. Y. 

Herron-Zimmers Moulding Co., De- 
troit, Mich. 

Kinkead Industries, Inc., 450 W. Su- 
perior St., Chicago 10, Ill. 
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Macklanburg-Duncan Co., Oklahoma 
City 1, Okla. 

Marsh Wall Products, Inc., Dover, 
Ohio. 


Pyramid Metals Co., 1335 N. Wells St., 
Chicago 10, Ill. 

Republic -Steel 
Ohio. 

Reynolds Metals Co., 2500 South Third 
St., Louisville 1, Ky. 

H. H. Robertson Co., 2400 Farmers 
Bank Bldg., Pittsburgh 22, Pa. 

Seaporcel Porcelain Metals, Inc., Bor- 
den Ave., Long Island City 1, N. Y. 

Trimedge, Inc., 4021 Mahoning Ave., 
Youngstown, Ohio. 

R. D. Werner Co.,-Inc., 380 Second 
Ave., New York, N. Y. 

Youngstown Manufacturing, Inc., 66 S. 
Prospect Ave., Youngstown 6, Ohio. 


Corp., Cleveland §8, 


Office Equipment 


Acme Visible Records, Inc., 
Michigan Ave., Chicago 3, IIl. 

Addressograph-Multigraph Corp., Eu- 
clid P. O., Cleveland 17, Ohio. 

Burroughs Adding Machine Co., Sec- 
ond Blvd. at Burroughs Ave., Detroit 
32, Mich. 

A. B. Dick Co., 720 W. Jackson Blvd., 
Chicago 6, Il. 

The Egry Register Co., 429 E. Monu- 
ment St., Dayton 2, Ohio. 

Felt & Tarrant Manufacturing Co., 
1713 N. Paulina St., Chicago 22, II1.. 

Friden Calculating Machine Co., San 
Leandro, Calif. 

The General Fireproofing Co., Youngs- 
town, Ohio. 

The Globe-Wernicke 
Cincinnati 12, Ohio. 

International Business Machines Corp., 
590 Madison Ave., New York 22, 
a 2 

Marchant Calculating Machine Co., 
Oakland 8, Calif. 

Meilicke Systems, Inc., 3466 N. Clark 
St., Chicago, Ill. 

Monroe Calculating Machine Co., Inc., 
Orange, N. J. 

National Cash Register Co., Dayton 9, 
Ohio. 

Ohmer Register Co., 740 Bolander Ave., 
Dayton 1, Ohio. 

Remington-Rand, Inc., 315 Fourth Ave., 
New York 10, N. Y. 

The Shaw- Walker 
Mich. 

L. C. Smith & Corona Typewriters, 
Inc., 701 E. Washington Ave., Syra- 
cuse 1, N. Y. 

Standard Register Co., Albany & Camp- 
bell Sts., Dayton 1, Ohio. 

The Todd Co., 1150 University Ave., 
Rochester 3, N. Y. 

Underwood Elliott Fisher Co., 
Park Ave., New York 16, N. Y. 

United Autographic Register Co., 141 
W. Jackson Blvd., Chicago, Il. 

Victor Adding Machine Co., 3900 N. 
Rockwell St., Chicago 18, Ill. 

Yawman & Erbe Manufacturing Co., 
1099 Joy Ave., Rochester 3, N. Y. 


122) &: 


Co., Norwood, 


Co., Muskegon, 


One 


Overhead Type Warehouse 
Doors 


Allith-Prouty, Inc., Danville, Ill. 
Barber-Coleman Co., Door Division, 
Rockford, Il. 
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Berry Door Co., 210 Theatre Bldg., 
Birmingham, Mich. 

Cornell Rolling Door Works, 3600 13th 
St., Long Ieland City, N. Y. 

Fir Door Institute, Tacoma 2, Wash. 

Frantz Manufacturing Co., Sterling, 
Ill. 

The Kinnear Manufacturing Co., Fields 
Ave., Columbus, Ohio. 

National Manufacturing Co., Sterling, 
Til. 

Richards-Wilcox Manufacturing Co., 
316 W. Third St., Aurora, III. 

Rowe Manufacturing Co., 400 Thomas 
St., Galesburg, Ill. 

Strand Building Products Co., Detroit 
26, Mich. 

Wagner Manufacturing Co., 
Falls, Iowa. 

J. G@. Wilson Corp., 370 Lexington 
Ave., New York 17, N. Y. 


Cedar 


Plywood—Douglas Fir 


Aberdeen Plywood Corp., Aberdeen, 
Wash. 

Aetna Plywood & Veneer, 1732 Elston 
Ave., Chicago 22, Ill. 

Am-Mex Sales Co., 28 Church Ave., 
Buffalo 2, N. Y. 

C-W Plywood Co., 9 S. 
Chicago 6, Ill. 

Harbor Plywood Corp., Hoquiam, 
Wash. 

Heidner & Co., Tacoma 1, Wash. 

M & M Wood Working Co., Resnprest 
Div., 2301 N. Columbia St., Port- 
land 3, Ore. 

Vv. W. North Plywood & Lumber Co., 
628 Skinner Bldg., Seattle 1, Wash. 

Pacific Mutual Door Co., Tacoma, 
Wash. 

Puget Sound Plywood, Inc., Tacoma, 
Wash. 

Simpson 
Wash. 

United States Plywood Corp., 55 W. 
44th St., New York 18, N. Y. 

Washington Veneer Co., Olympia, 
Wash. 

West Coast Plywood Co., Aberdeen, 
Wash. 

The Wheeler Osgood Co., Tacoma 1, 
Wash. 


Clinton St., 


Industries, Inc., Seattle, 


Plywood—Hardwood 


Aetna Plywood & Veneer, 1732 Elston 
Ave., Chicago 22, IIl. 

American Plywood Corp., New Lon- 
don, Wis. 

Crescent Panel Co., Louisville 12, Ky. 

Daystrom Corp., Olean, N. Y. 

Frost Veneer & Plywood Co., Inc., 
Sheboygan, Wis. 

Haskelite Manufacturing Co., Grand 
Rapids, Mich. 

The Mengel Co., Inc., Louisville, Ky. 

Northern Hardwood Veneers, Inc., 
Butternut, Wis. 

Pluswood, Inc., Oshkosh, Wis. 

Roddis Lumber & Veneer Co., Marsh- 
fleld, Wis. 

Underwood -Veneer Co., Wausau, Wis. 

United States Plywood Corp., 55 W. 
44th St., New York 18, N. Y. 

Wisconsin Timber & Land Co., She- 
boygan, Wis. 


Roof Trusses 


American Roof Truss Co., 6848 Stony 
Island Ave., Chicago 49, IIl. 

McKeown Bros. Co., 56235 S. Keeler 
Ave., Chicago 22, Ill. 

Rileco Laminated Products, Inc., St. 
Paul, Minn. 

Unit Structures, Inc., Peshtigo, Wis. 
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Sign Letters 

American Name Plate & Manufactur- 
ing Co., 4252 Arthington St., Chi- 
cago, Ill. 

Amos Molded Plastics Division of 
lira Corp., Edinburg, 
nd. 

Baltimore Enamel & Novelty Co., P. O. 
Box 928, Baltimore, Md. 

P. & F. Corbin, New Britain, Conn. 

Crystalite Products Co., Glendale, Calif. 

L. F. Grammes & Sons, Inc., Allen- 
town, Pa. 

C. H. Hanson Co., 305 W. Erie St., Chi- 
cago, IIl. 

Imperial Brass Manufacturing Co., 
1216 W. Harrison St., Chicago, Ill. 
Ingram-Richardson Manufacturing Co., 

Beaver Falls, Pa. 

Michaels Art Bronze Co., Inc., Cov- 
ington, Ky. 

Premax Products Div., Chisholm-Ryder 
Co., Inc., 4121 Highland Ave., Ni- 
agara Falls, N. Y. 

Reading Hardware Corp., Reading, Pa. 

Russell & Erwin Manufacturing Co., 
New Britain, Conn. 

Sargent & Co., 1934 Barth Ave., New 
Haven, Conn. 

Tablet & Ticket Co., 1017 W. Adams 
St., Chicago, Il. 

Waterbury Button & Manufacturing 
Co., Waterbury, Conn. 

Wilcox, Crittenden & Co., Inc., Middle- 
town, Conn. 


Signs—Electric and Luminous 
Tube 


The Ark Kraft Sign Co., Lima, Ohio. 

Cincinnati Advertising Products Co., 
Cincinnati, Ohio. 

Claude Neon Lights, Inc., 41 E. 42nd 
St., New York, N. Y. 

Day-Brite Lighting, Inc., 5403 Bulwer 
Ave., St. Louis, Mo. 

Electrical Products Consolidated, 1000 
Virginia St., Seattle, Wash. 

Electrical Products Corp., 1128 Venice 
Blvd., Los Angeles, Calif. 

Federal Electric Co., Inc., 8700 S. State 
St., Chicago 19, Il. 

Finnell System, Inc., Elkhart, Ind. 

The Frink Corp., 2701 Bridge Plaza, 
N., Long Island City, N. Y. 

General Outdoor Advertising Co., Inc., 
Harison & Loomis Sts., Chicago, IIl. 

Horni Signal Mfg. Corp., 310 Hudson 
St., New York, N. Y. 

Kliegl Bros., Universal Electric Stage 
Lighting Co., Inc., 321 W. 50th St., 
New York, N. Y. 

R. C. Maxwell Co., Trenton, N. J. 

Reliance Advertising Co., 597 Madison 
Av., New York, N. Y. 

Stoner- McCray System, Des Moines, 
Iowa. 

Walker & Co., 88 Custer St., Detroit, 
Mich. 


Signs—Lithographed Metal 


S. G. Adams Co., 960 Olive St., St. 
Louis, Mo. . 

American Can Co., New York Central 
Bldg., New York, N. Y. 

Bastian Bros. Co., Rochester, N. Y. 

J. L. Clark Mfg. Co., Rockford; Ill. 

Electro Chemical Engraving Co., Inc., 
1100 Brook Ave., New York, N. Y.. 

Etching Company of America, 1500 
Montana St., Chicago, III. 

L. F. Grammes & Sons, Inc., Allen- 
town, Pa. 

Massillon-Cleveland-Akron Sign Co., 
Massillon, Ohio. 

Mathews Co., 126 Beaufait Ave., De- 
troit, Mich. 





Store Front Materials 

The Formica Insulation Co., 4614 
Spring Grove St., Cincinnati 32, 
Ohio. 

The Kawneer Co., Niles, Mich. 

Libbey-Owens-Ford Glass Co., Toledo 
3, Ohio. 

Pittsburgh Plate Glass Co., 2200 Grant 
Bldg., Pittsburgh 19, Pa. 


Venetian Blinds 

The Astrup Co. (awnings), 2937 W. 
25th St., Cleveland, Ohio. 

Carey-McFall Co., 2156 E. Dauphin 
Ave., Philadelphia 25, Pa. ‘ 

The Columbia Mills, Inc., 225 Fifth 
Ave., New York 10, N. Y. 

Rolscreen Co., Pella, Iowa. 

F. C. Russell Co., 1836 Euclid Ave., 
Cleveland 15, Ohio. 

Warren Shade Co., Inc., 2905 E. Hen- 
nepin St., Minneapolis 13, Minn. 

Western Venetian Blind Co., 351 E. 
Ohio St., Chicago 11, Ill. 


Wall Materials 

American Plywood Corp., New London, 
Wis. 

Armstrong Cork Co., Lancaster, Pa. 

Bakelite Corp., 30 E. 42nd St., New 
York 17, N. Y¥. 

Barclay Mfg. Co., 385 Gerard Ave., 
New York 51, N. Y. 

The Celotex Corp., 120 S. LaSalle St., 
Chicago 3, II. 

Certain-teed Products Corp., 120 S. La- 
Salle St., Chicago 3, Il. 

Johns-Manville, 22 E. Fourth St., New 
York 16, N. Y. 

Mahogany Association, Ine., 75 E. 
Wacker Dr., Chicago 1, Il. 

Marsh Wall Products, Inc., 
Ohio. 

Masonite Corp., 111 W. Washington 
St., Chicago 2, Ill. 

National Gypsum Co., 325 Delaware 
Ave., Buffalo 2, N. Y. 

Rohm & Haas Co., Washington Square, 
Philadelphia 5, Pa. 

Tylac Co., Monticello, Ill. 

U. S. Gypsum Co., 300 W. Adams St., 
Chicago 6, Il. 

U. S. Plywood Corp., 55 W. 44th St., 
New York 18, N. Y. 

The Upson Co., Lockport, N. Y. 


White Portland Cement 
Medusa Portland Cement Co., 1000 
Midland Bldg., Cleveland, Ohio. 
Trinity Portland Cement Co., Dallas, 

Tex. 
Universal Atlas Cement Co., Chrysler 
Bldg., New York 17, N. Y. 


Dover, 


Woodworking Equipment 

American Sawmill Machinery Co., 55 
Main St., Hackettstown, N. J. 

Buss Machine Works, Holland, Mich. 

Crescent Machine Co., Leetonia, Ohio. 

Delta Manufacturing Co., Milwaukee, 
Wis. 

DeWalt Products Corp., 1512 Fountain 
Dr., Lancaster, Pa. 

Equipment Engineering Co., 4722 
Broadway, Kansas City 2, Mo. 

Parks Woodworking Machine Co., Cin- 
cinnati, Ohio. 

Porter Cable Machine Co., Syracuse, 
N. Y¥. 

Red Star Products, Inc., Cleveland, 
Ohio. 

Skilsaw, Inc., 5033 Elston Ave., Chi- 
cago 30, Ill. 

Stetson-Ross 
Wash. 

Walker Turner Co., East Plainfield, 


Machine Co., Seattle, 


a 
Fred W. Wappet, Valley St., Mayville, 
™. ¥ 
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A WORD ABOUT THE STORE AND 
YARD PLANS IN THIS MANUAL 


The photographs in this booklet were taken in many of the most modern 
lumber yards all over the country. The drawings and diagrams were de- 
veloped by leading architects and designers working in cooperation with the 
editors of AMERICAN LUMBERMAN. Lumber dealers and their yard em- 
ployees with years of practical experience also contributed ideas to the ma- 
terial in this book. 


The reader will notice that the store plans are numbered and that each 
is identified as being particularly adapted to a different type of operation 
such as a country yard, farm-town yard, big city yard, etc. Considerable 
variety is offered so that every dealer will find some ideas which apply to 
his type of business. 


Actually, however, the store plans have wider application than is in- 
dicated by the identifying phrase which accompanies each one. For ex- 
ample, Plan No. 6 is recommended for shopping district location in a medium 
size city, but this store might be appropriate in a much larger city or even 
in a small town. And Plan No. 9, although designed as a downtown branch 
store for an inconveniently located city yard, might be located right on the 
lumber yard in a small-town establishment . . . Most of the ideas in these 
plans are interchangeable and adaptable to individual requirements, and it 
is suggested that dealers study all of the designs carefully. 
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POOR BUSINESS POLICIES 


Sound business policies as well as sound quality 
material are valuable assets for a lumber dealer. 


ANY SUCCESSFUL RETAIL- 
ERS have given advice on 
how to succeed in business by using 
tested principles. These same suc- 
cessful business men also have their 
list of things not to do. Lumber 
dealers have often heard the ex- 
pression, “It’s a poor policy to do 
this or that.” In this article some 
of the most important of these cau- 
tions have been listed to aid lum- 
ber dealers. 

It’s poor policy to let your pros- 
pect bluff you into meeting a sup- 
posed cut in prices. The lumber 
dealer who finds that he is unable 
to meet a price cut suggested by a 
prospect might just as well admit 
it. If he goes ahead and makes the 
sale at the suggested price, he will 
probably lose money on the deal, 
and he may also incur the con- 
tempt of the prospect who knows 
he has induced the lumber dealer 
to sell at a low figure. 

When you admit to a prospect 
you can’t sell below a certain figure 
and that you don’t intend to, he 
will respect you for sticking to 
your guns. He will know that you 
are a merchant who has a definite 
price policy—to make a profit—and 
that you will not deviate from it. 
It will stamp you as being a good 
business man. 

It’s poor policy to give up hopes 
of making a sale when the prospect 
keeps stating that your price is too 
high. If the prospect complains of 
a price being too high, he is tacitly 
admitting that your products are 
good, but he doesn’t think they 
should sell for so high a price. In 
this instance, your best sales argu- 
ment is to stress quality. Give spe- 
cific examples to illustrate quality 
if you can. Many merchants after 
stating their prices adopt the “take 
it or leave it” attitude. A little 
more selling will often complete the 
sale at your price. 

It’s poor policy to depend too 
much on the prospect who says that 
“if you play ball with me, I’ll play 
ball with you.” This kind of pros- 
pect usually means that he wants 
concessions in return for giving 
his business to you. He wants to 
bargain. Watch out for this sort of 
prospect. Remember it pays to have 
a uniform policy for all your cus- 
tomers. The moment you start giv- 


ing special deals to one man and 
not to another you are planting the 
seeds of future trouble. Play ball 
with all your customers and not 
just with one of them. 

It’s poor policy to be afraid to 
express your business views fear- 
lessly. Customers like to know just 
where a business man stands, if he 
can be bargained with, or whether 
he sticks to his guns. Be fair to 
everyone and treat every customer 
with justice. Be firm when you ex- 
press your policy to customers, but 
don’t be nasty. Try to be as accom- 
modating as possible to all cus- 
tomers—within the limits of your 
policy—and you will find that you 
are pleasing them so much they 
won’t ask for special considera- 
tions. 

It’s poor policy to open any sales 
presentation with mention of a 
price. Sell customer satisfaction, 
not price. Too many retailers think 
that price bait is the cure-all to all 
business problems. It is not. Wit- 
ness the fact of the man who stood 
on a busy street corner in New 
York many years ago and tried to 
sell $5 gold nieces for $4. No one 
would buy. Folks were suspicious. 
Here was a low price, but it sound- 
ed phony to prospects who hap- 
pened along. They were not going 
to be fooled. 

When a retailer publishes a big 
ad offering price as a lure, the first 
tendency of the prospect is to be- 
come suspicious. He wants to know 
why the merchandise is being of- 
fered at such a low price. The re- 
tailer must try to overcome this 
suspicion by giving fire loss, dam- 
age to goods, big purchases and 
other causes as the reason. This 
shows how a low price must be 
bolstered. The public knows that a 
good product is worth a reasonable 
price. 

It’s poor policy to think that all 
prospects are price customers. 
While everyone who purchases any- 
thing is interested in the price that 
must be paid for it, all customers 
do not desire to get something for 
nothing. They know they must pay 
a fair price to get quality. There 
are low-price chiselers, and there are 
quality-price customers. In between 
these two groups is another class of 
customers, the average price cus- 
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tomer, and this class is perhaps the 
largest in the nation. They buy 
neither the cheapest nor the best, 
but they purchase a good quality, 
medium grade product. From their 
ranks graduate the quality cus- 
tomers. 

The low-price customers are most 
likely to be the most vociferous. 
Because they shout so much, the 
price customers may half convince 
some weak-hearted merchants that 
they are in the majority, but they 
are not. : 

The lumber dealer who accepts 
the regular trade of price custom- 
ers, however, establishes a reputa- 
tion among that class, so that they 
all flock to his store, intent on 
knocking down his regular prices 
as low as possible. 

It’s poor policy to be scared by 
the price browbeating tactics of 
some customers. The favorite weap- 
on of such a customer is to say, 
“Better sharpen your pencil, Jim, 
or I’]l take my business elsewhere.” 
In other words he threatens the 
merchant with a loss of business if 
he does not get a special price. The 
merchant who falls for this gag is 
to be pitied. It really wouldn’t hurt 
him one bit to lose ‘business on 
which he makes little or no profit, 
but he hates to see the volume go 
elsewhere. The wise merchant 
knows when to turn down business, 
too. 

It is poor policy to think that you 
can feather your own business nest 
without trying to serve customers 
better. There isn’t a business in the 
world, no matter how small, which 
doesn’t owe its success to the fact 
that many people are co-operating 
in that success. Serve others, is an 
excellent rule for the success of any 
business. No one can exist by and 
for himself in this complex world. 

It is poor policy to think that you 
plan and stick to it. While it may be 
true that no man can foretell where 
he will go when he dies, it is true 
that a man can foretell what will 
happen if he follows certain well 
defined business rules. The dealer 
who plans his business operations 
year by year and who sticks to the 
plan is already far along the road 
to success. Have a plan, for without 
it, you do not know where you are 
going in the business world. 
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New No. 500 Amerock Demon- 
Strator sells in your store or “on 
the job” with home-owners, build- 
ers, architects. Ask Your Jobber! 


AMERICAN CABINET HARDWARE 


CORPORATION 


ROCKFORD, ILLINOIS 











Redrawn At 


PLANS sna cost 


When your customer says, "I like that plan, 
but I'd like some changes made,” send it 
to Lumberman's Plan Service. Use our per- 
sonalized plan service—on homes shown in 
American Lumberman—to increase your 
business and profits. Complete plans $20.00. 
(3 sets of prints.) Quick service. Terms 
cash with order. For detailed information, 


Write to 


Lumberman’s Plan Service 
120 Machin St. Peoria 5, lil. 


9 Years of Customer Satisfaction 
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Small Reviews Position of 
Cast Iron Soil Pipe, Brick 


Production of cast iron soil pipe, 
essential to residential and indus- 
trial construction because of its use 
on non-pressure drainage, dropped 
from 565,000 tons in 1941 to an an- 
nual rate of 150,000 tons in July 
1945. Employment fell off from 
11,000 to 4,500, and the number of 
foundries in operation declined 
from 52 to 32 during the same pe- 
riod. 

These figures were given recently 
by John D. Small, CPA administra- 
tor. He went on to say that mini- 
mum requirements, plus a minimum 
requirement for inventory pur- 
poses, are estimated to be 465,000 
tons in 1946, of which about 170,- 
000 will be needed for lower cost 
housing. 

The chief factor limiting produc- 
tion is and has been a shortage of 
labor, which in turn has been in- 
volved with wage rates and price 
ceilings. Equipment shortages have 
also been a contributing factor, al- 
though to a lesser degree. 

Mr. Small emphasized that the 
efforts of the CPA have concen- 
trated on cooperation with the War 
Manpower commission and the U. 
S. Employment service to stimulate 
labor referrals and cooperation with 
the OPA to bring about necessary 
price increases where they are jus- 
tified, and the efforts have not been 
without result. Current production 
is almost double that of July, but 
needs to be increased by 50 per 
cent. 

At the same time he reported that 
the production of common and face 
brick dropped from more than 4,900 
million in 1941 to an annual rate of 
less than 2,300 million bricks in 
July 1945. The number of operat- 
ing plants declined from 750 to less 
than 500 during the same period. 
Since minimum requirements for 
1946 are estimated to be approxi- 
mately 4,200 million, of which 1,700 
million will be needed for the hous- 
ing program, a production increase 
to approximately three times the 
July level is required. 

The principal bottleneck limiting 
production is a shortage of man- 
power which here again is in turn 


NEWS~THENDS 





involved with wage-price problems. 
To a lesser extent, equipment needs 
have been a retarding factor. 

Production has increased stead- 
ily during late 1945 and a continua- 
tion of this rising trend is antici- 
pated. A survey is being made of 
the approximately 275 idle plants 
to ascertain the reasons for their 
non-operation, and appropriate ac- 
tion will be taken, wherever pos- 
sible, to help bring these plants into 
production. 


Engineer Foresees Radiant 
Heating in Most Buildings 


Most of the buildings erected 
within the next few years will be 
equipped for radiant heating. That 
is the opinion of C. A. Hawk, Jr., 
head of the engineering service de- 
partment of A. M. Byers company, 
Pittsburgh, Pa., who addressed the 
Rocky Mountain chapter, Heating 
and Ventilating Engineers recently. 

“Radiant heating is a modern 
development of an ancient practice 
that makes use of large, warm sur- 
faces instead of small, hot ones. In 
radiant heating, warmth is intro- 
duced behind major room surfaces, 
usually the floor.” 

There is every indication, he 
pointed out, that the heating func- 
tion will be entirely taken over by 
the radiant system. Eventually, 
cooling also will be accomplished by 
the system. 

Radiant heat, he said, may be in- 
stalled in either basement or base- 
mentless houses. 


Southern Pine Bureau Offers 
Dealer Lumber Grading Class 


A short course in grading South- 
ern pine lumber is now available to 
retail lumber dealer employees, ac- 
cording to an announcement made 
by A. S. Boisfontaine, secretary- 
manager of the Southern Pine In- 
spection Bureau. 

“In preparing this course,” Mr. 
Boisfontaine said, “we kept in mind 
the needs of our retail distributors 
and made it a point to include in- 
formation about our grades that 
would be particularly valuable to 
dealer employees. From our con- 
tacts with dealers, we know that 
many are conscious of the need for 
bolstering up their own organiza- 
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HOUSANDS of home and camp builders 
want the Heatilator fireplace . . . because 
it circulates heat . . . warms every corner of the 
room and even adjoining rooms... and because 
it serves as a form for the masonry, insuring a 
properly constructed fireplace that will not 
smoke. 





Every sales claim made for the Heatilator has been proved in 
living rooms, basement rooms, and in camps all over America. 


The Heatilator will be one of your most profitable specialty 
items in the home and camp building fields. It will serve as a door- 
opener to sales of other building materials. It is America’s leading 
fireplace. 


HEATILATOR, Inc. 
184 E. Brighton Ave., Syracuse 5, N. Y. 


HEATILATOR FIREPLACE 
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tions by equipping their employees, 
many of whom are new, with the 
knowledge they should have about 
lumber grades. This knowledge is 
necessary not only to enable the 
dealer to properly judge the qual- 
ity of the lumber he receives, but 
to do an effective selling job with 
his customers.” 

The short course is offered with- 
out charge to interested dealers. As 
far as possible, the Bureau will 
make available the services of in- 
spectors in conducting classes of 


dealer employees and making the 
necessary demonstrations. This will 
be done only where all of the deal- 
ers in a community will band to- 
gether, and arrange for classes of 
all of their employees to be held. 
The course also is adaptable for use 
by dealers who may wish to con- 
duct classes of their employees only 
and detailed instructions for the 
handling of this are provided. 

Interested dealers should write 
the Southern Pine Inspection Bu- 
reau, Canal Building, P.O. Box 
1170, New Orleans 4, La. 
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The indications are it will be some time before the labor and log situation in 
our industry will improve to the degree necessary for a full, normal production 
of plywood. During this period we feel the best interests of the trade can be 
served by making our current limited production available through our Ware- 


Plywood stocks are now on hand at our 6 Warehouse Branches. We will 
endeavor to maintain these stocks in all grades and sizes thct present-day pro- 
duction will permit. so that shipment of your requirements can be made 


Keep in touch with our nearest branch so as to obtain the items you need as 
they become available or communicate with our Plywood Division Field Office, 
Chicago 8, Illinois. 





La) al 
Ee) PACIFIC MUTUAL DOOR Co. 


KANSAS CITY 3, KANSAS 
filer \cloms Fumie 


© KANSAS CITY 


PLYWOOD DIVISION 





MILLS: OREGON--WASH. HOME OFFICE: TACOMA 1, WASH. 


BALTIMORE 31, MD 
GARWOOD, N. J 


Scheduled Convention Dates 


Jan. 23, 24, 25—Southwestern 
Lumbermen’s association, Kansas 
City, Mo., Municipal auditorium. 

Jan. 25—Indiana Hardwood Lum- 
bermen’s association, Hotel Sev- 
erin, Indianapolis, Ind. 


Jan. 28, 29—Nebraska Lumber 
Merchants association, Omaha, 
Municipal Auditorium. 


Jan. 28, 29, 30—Northeastern Re- 
tail Lumbermen’s association, 
New York, Pennsylvania hotel. 


Jan. 29, 30, 31—Ohio Association of 
Retail Lumber Dealers, Colum- 
bus, Deshler-Wallick hotel. 


Jan. 30, 31—Western Retail Lum- 
bermen’s association, Fort Gerry 
hotel, Winnipeg, Manitoba, Can- 
ada. 

Feb. 3, 4, 5—West Virginia Lumber 
Dealers association, Charleston, 
Daniel Boone hotel. 

Feb. 4, 5—Mountain States Lumber 
Dealers association, Denver, 
Colo., Shirley-Savoy hotel. 

Feb. 5, 6, 7—Michigan Retail Lum- 
ber Dealers association, Grand 
Rapids, Pantlind hotel. 

Feb. 6, 7—Lumber Dealers Asso- 
ciation of Western Pennsylvania, 
Pittsburgh, William Penn hotel. 

Feb. 7, 8—Iowa Lumber & Building 
Materials association, Des 
Moines, Fort Des Moines hotel. 

Feb. 11, 12 — Tennessee Lumber, 
Millwork & Supply Dealers, Chat- 
tanooga, Patten Hotel. 

Feb. 12, 13, 14—Illinois Lumber & 
Material Dealers association, 
Chicago, Sherman hotel. 

Feb. 19, 20—Western Retail Lum- 
bermen’s association, Spokane, 
Wash., Davenport hotel. 

Feb. 19, 20, 21—Wisconsin Retail 
Lumbermen’s association, Mil- 
waukee, auditorium. 

Feb. 21, 22—Western Pine associa- 
tion, Portland hotel, Portland, 
Ore. 

Feb. 21, 22—Virginia Building Ma- 
terial association, Virginia Beach, 
Cavalier hotel. 

Feb. 25-28—National Association 
of Home Builders, Chicago, IIl., 
Stevens hotel. 

Mar. 5—South Dakota Retail Lum- 
bermen’s association, Coliseum, 
Sioux Falls, S. Dak. 

March 5, 6, 7—Indiana Lumber & 
Builders Supply association, In- 
dianapolis, Murat temple. 

March 6—Southern Hardwood Pro- 
ducers, Inc., Memphis, Tenn., 
Hotel Peabody. 

March 6, 7—Northeastern Lumber 
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® Exterior type Douglas fir ply- 
wood is made with completely 
waterproof synthetic resin binder 
especially for permanent outdoor 
use. 


@ Exterior type plywood carries 
the letters EXT-DFPA on the edge 
of every panel. It is accepted by 
FHA for house siding and other 
permanent exposures and is ap- 
proved in the Uniform Building 
Code of the Pacific Coast. 


© Exterior type plywood has been 
used for years in boat-building, for 
homes and commercial buildings, 
for outdoor signs, for boxcars and 
refrigerator cars. It is a thoroughly 
proven product and should be spe- 
cified, furnished and used for all 
exterior jobs or for interior uses 
under conditions of extreme hu- 
midity or moisture such as might 
occur in bathrooms or kitchens. 


EXTERIOR TYPE 
Douglas Fir Plywood 


@ Exterior tyoe Douglas fir 
plywood—-EXT-DFPA— is the 
durable, rugged, weatherproof 
plywood used in hard-hitting 
PT boats—the tyne which 
lends both strength and beauty 
to the exteriors of homes. 
stores, farm structures and 
many types of commercial and 
industrial buildings. 


®@ Used as flat panels, Exter- 
ior plywood provides a smooth, 
stream - lined, modern effect. 
Battens, grooves, flush joints 
and mouldings make possible 


®@ For prices or delivery infor- 
mation contact your jobber. 
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a wide range of siding treat- 
ments. 


® Exterior type fir plywood is 
made in a variety of thick- 
nesses and sizes and in several 
appearance grades. For addi- 
tional information, write: 


Douglas Fir Plywood 
Association 
Tacoma 2, Washington 











Manufacturers association, Com- 
modore hotel, New York City. 


March 7-8—Independent Retail 
Lumber Dealers association, Min- 
neapolis, Minn., Radisson hotel. 


March 7, 8 — Mississippi Retail 
Lumber Dealers association, 
Jackson, Heidelberg hotel. 


March 7, 8, 9—Intermountain 
Lumber Dealers association, Salt 
Lake City. 


March 12, 183—North Dakota Re- 


tail Lumbermen’s association, 
Fargo, City auditorium. 

March 20, 21—Louisiana Building 
Material Dealers association, 
New Orleans, Roosevelt hotel. 

March 20, 21—New Jersey Lum- 
bermens association, Atlantic 
City, Claridge hotel. 

March 27, 28, 29—Florida Lumber 
& Millwork Association, Orlando, 
Auditorium. 

April 8, 9, 10—Lumbermens Asso- 
ciation of Texas, Galveston, 
Pleasure Pier. 





There is a Moore Cross- 
Circulation Drying System 
to meet the needs of every 
manufacturer of wood 
products. Our experience 
in designing and manufac- 
turing the more than 3500 
Moore Cross-Circulation 
Dryers now in successful 
operation is available in 
helping solve your drying 
problem. 


It will pay to investigate 
the advantages of installing 
the Moore Cross-Circulation 
System at your plant. Write 
today — no obligation. 


* 





cient handling, Universal Box 
Co. Ltd., Vancouver, Canada, 
installed Moore Cross-Circula- 
tion Kilns for efficient lumber 
seasoning. 





en 


Whatever Your Drying Problem, 
The Moore Cross-Circulation 
System Will Help You Solve It 


Utilizing unit packages for efi- MOORE DRY KILN COMPANY 


Largest Manufacturers of Dry Kilns and Veneer Dryers 





The problem of seasoning high 
moisture content hardwoods has 
been solved at Memphis plant 
of Anderson-Tully Co. with 
Moore Cross-Circulation Kilns. 





Chicago & Riverdale Lumber 
Co., Chicago, making quality 
millwork and cabinets, convert- 
ed to Moore Cross-Circulation 
System for quality seasoning. 


JACKSONVILLE 1, FLORIDA 
VANCOUVER, B. C. 
NORTH PORTLAND, ORE. 





MOORE J)RY KILNS 
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Smith Elected Board Chairman 
For Asphalt Roofing Industry 

E. W. Smith, vice president in 
charge of sales, Philip Carey Man- 
ufacturing company, Cincinnati, 
has been elected chairman of the 
Board of Governors of the Asphalt 
Roofing Industry bureau, it was an- 
nounced last week. He _ succeeds 
Herbert Abraham, president of the 


~ 





E. A. Smith 


Ruberoid company, New York city, 
who has served as chairman for 
several terms. 

Prior to joining the Philip Carey 
company in 1944, Mr. Smith was a 
sales executive with the Johns- 
Manville Sales corporation, and last 
year was chairman of the planning 
committee of the Asphalt Roofing 
Industry bureau, which is composed 
of 28 leading manufacturers of 
building materials. 


Raise Manufacturing Prices 
For Enameled Plumbing Ware 


An increase of 8 per cent over 
Oct. 1, 1941, manufacturers’. prices 
for enameled cast iron plumbing fix- 
tures were—such as tubs, lava- 
tories, and sinks—has been an- 
nounced by the Office of Price Ad- 
ministration, effective Jan. 2. Re- 
sellers are required to continue to 
sell these items at their current 
maximum prices. 

This increase will not result in 
any change over the March 1942 
level for the great bulk of these 
items, OPA said. Consequently re- 
sellers have been required to con- 
tinue to sell at their March 1942 
prices. 

In addition, OPA also announced 
a profit factor of 5.9 per cent which 
manufacturers of enameled cast 
iron plumbing fixture ware are to 
use in applying for individual price 
adjustment for these items. 
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Col. Greeley to Be Honored 
At West Coast Assn. Dinner 

In honor of Colonel W. B. Gree- 
ley, vice president, the West Coast 
Lumbermen’s association, is giving 
a stag dinner January 25, at the 
Multnomah hotel, Portland, Ore. 

The announcement letter stated, 
“The dinner is being given by his 
friends in acknowledgment of his 
many years of valuable service to 
the forest industry of the United 
States; but most of all in recogni- 
tion of the accomplishments of his 
years of stewardship of the West 
Coast Lumbermen’s association and 
of his important part in the ad- 
vancement of the Pacific Northwest 
to the forefront of national forestry 
progress.” 

Reservation requests for the din- 
ner should be mailed to Arthur K. 
Roberts, 804 Yeon Building, Port- 
land 4, Ore. 


Hardwood Wholesalers Meet 
Elect Officers, New Members 


William Kelley was elected presi- 
dent of the National Association of 
Hardwood Wholesalers at its 
twelfth annual meeting in Chicago, 
Jan. 8. Other officers elected were 
T. T. Jones and Franklin T. Grif- 
fin, vice presidents, and A. H. Ruth, 
treasurer. 

Retiring President Gill called the 
meeting to order and reviewed his 
three years in office. 

New companies elected to mem- 
bership are the Crider Lumber com- 
pany, Fort Wayne, Ind., Consoli- 
dated Sales company, Wellsburg, W. 
Va., Palmetto Lumber Sales com- 
pany, Spartanburg, S. C., and 
Chambers Lumber company, Chi- 
cago, Il. 


List Used Lumber Prices for 
Certain Ill. and Ind. Counties 


Used lumber prices have been an- 
nounced, effective the first of this 
month, which are expected to re- 
duce the cost of lumber by approxi- 
mately 30 per cent. The selling 
prices are effective in the counties 
of Cook, DuPage, Kane, Lake, Mc- 
Henry and Will in Illinois and Lake 
county in Indiana. 

The highest prices allowed for 
Standard grade lumber when 
cleaned of nails, bolts and other for- 
eign material and distributed from 
a lumber yard is $55 per thousand 
for large timbers over 20 feet in 
length. 

In the standard grade cleaned 
lumber category, prices range from 
$55 for timbers to $45 per thou- 
sand feet on boards of all widths 
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less than 2 inches in thickness. 

Prices on standard grade lumber 
not cleaned will be $10 per thou- 
sand less than for cleaned lumber. 

Used lumber either cleaned or 
uncleaned delivered from the wreck- 
ing site will be $4 per thousand 
less than when distributed from a 
lumber yard. 

Reclaimed flooring is placed on a 
dollar and cent ceiling of $60 per 
thousand board feet. 

For sales amounting to less than 
$10 the price may be increased 10 
per cent only. 


Ukranian Bricklayer Shows 
How Fast They Can Be Laid 
As part of the intensive work of 


‘re-building the 1,710 towns and 


more than 70,000 villages destroyed 
by the Germans in the Soviet 
Union, a Ukranian bricklayer put 
on an unusual performance recent- 
ly, it was learned recently by the 
Society of Russian Relief. 

Before an audience of 150 brick- 
layers, plasterers and engineers, 
bricklayer Sokolov, with the aid of 
three helpers, laid 19,579 bricks in 
6 hours and 20 minutes. 





built. 
Ponderosa Pine timber. 
make A-Y quality lumber. 








The Foundation of the 
Quality of A-Y Lumber 


Good logs is the foundation on which A-Y Quality has been 
A-Y is fortunate in having an unusually fine stand of 
Good logs plus good manufacture 
In due time A-Y service will be 
as good as A-Y Quality. As soon as we're able to build up 
an inventory again, we'll be serving old customers with A-Y 
quality Ponderosa Pine yard stock, factory lumber, mould- 
ings and industrial items as of old. 


Member Ponderosa Pine Weodwork 





Alexander- Yawkey Lumber Co. 


Membe rs 1) stern Pine As°< 





Prine ville, Ore gon 











Make Your Truck Do Double Duty 
“YYZ LUMBER COMPANY 
must do a big business; I 


see their trucks everywhere” was 
heard frequently after the com- 
pany painted a single truck a strik- 
ing color and kept it as spick-and- 
span as a chauffeured limousine. 
The half dozen nondescript trucks 
that had been on the streets regu- 
larly had created no comment and 
apparently had not been noticed. 
Next time you see a bright, shiny 
truck going down the street the 
chances are you’ll quickly look for 
the name of its owner. Trucks, 
like newspapers, have wide circu- 
lation but few trucks create any 
respect for the firm which operates 
them—a useless waste of perfectly 
good advertising that doesn’t cost 
the company a thin dime. 


* * * 


Prize winning slogan: “A Home Worth 
Having Is a Home Worth Planning.” 


% % * 


Doing It the Hard Way 

| CONSIDERING your chances 

of selling homes in competition 
with the automobile industry the 
fact should never be overlooked 
that the monthly payment on a 
home is often smaller than the 
monthly payment on an automo- 
bile. 

Despite this fact, it is the com- 
mon practice to feature the total 
price of a home even though it is 
seldom bought and paid for on a 
lump sum basis. Few people ever 
lay the cash on the barrel head 
when they buy a home. What they 
are more interested in is the 
amount of the down payment and 
the size of the monthly install- 
ments. Given this information they 
are in a position to decide whether 
the home is within their reach. 
The total cost invariably frightens 
them while the smallness of the 
down payment usually surprises 
them agreeably. The monthly pay- 
ment, if not much larger than their 
rent check, becomes a powerful 
sales appeal. 

Selling tip: Forget the total 
price. Emphasize the smallness of 
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the down payment. Compare the 
monthly installment with the pros- 
pect’s rent check. Clinch the sale 
by pointing out that the down pay- 
ment is the actual cost of the home 
to the man who has been paying 
the same amount or more for rent. 
* * * 

Waiting for something to sell isn’t half 
as much fun, or as profitable, as sell- 
ing what you already have. 
Come Early and Avoid the Rush 
“T= NOT GOING to advertise 

when I’ve nothing to sell” 
sounds sort of sensible until ap- 
plied to the average retail lumber 
yard. Then it becomes a costly 
alibi. 

“No lumber to sell” is not a 
good and sufficient reason for not 
advertising planning helps. Plan- 
ning, after all, is the most impor- 
tant phase of home building, and 
the same thing is true of any other 
structure. 

“It takes a heap of planning to 
make a house a home’—to para- 
phrase the title of an Edgar Guest 
poem. It takes the average family 
several years to finish its planning 
end actually make the purchase. 

Such being the case, what bet- 
ter time to encourage planning 
than while waiting for materials 
to become available? The biggest 
percentage of the sale can be made 
before they arrive. Why delay 
until everybody is too busy to be 
bothered with someone who merely 
wants to plan? Why not get that 
part of the job done now? 


Too Good to Miss 

OU’VE PROBABLY READ a 

great deal about Home Plan- 
ners Institutes which are being held 
throughout the country. The slogan 
quoted above was awarded the first 
prize by HPI at Bridgeport, Con- 
necticut, where more than 4,000 
home prospects are registered and 
2,047 attended the first lecture. 
The activity has been described in 
the AMERICAN LUMBERMAN, but 
the slogan was pretty much buried 
in the story. We flagged it out 
because we didn’t want you to 
miss it. 


MERCHANDISING Cés2e 


Boo. 


The dim recesses of your warehouse 
may protect your products, but they 
neither stimulate interest in your mer- 
chandise nor help to make sales. 
% & 
Too Many Eggs in One Basket? 
ANY A LUMBER DEALER, 
. who stuck pretty close to one 
line before the war, often won- 
dered, during the war, whether it 
wouldn’t have been better if he 
had “spread out more.” His num- 
ber is only exceeded by those who 
wish they hadn’t spread out so 
thin. The “one-basket dealer” 
wishes his eggs had been in more 
baskets while the ‘“‘many-basket 
man” claims he would have fared 
better with his eggs in fewer bas- 
kets! When there isn’t enough to 
go around, few can be satisfied. 
% « * 
Wonder if they’ll still be called “lum- 
ber yards” when the new postwar 


building material department stores 
are completed? 


* * * 


Eye Appeal Sells Insulation 
| © tale BE TOO SURE your 
products do not have eye ap- 
peal. 

A recent advertisement in the 
AMERICAN LUMBERMAN told of a 
dealer who displayed an impressive 
amount of insulation in his sales 
room instead of tucking it away 
in his warehouse as is done so 
frequently. RESULT: Sales 
amounted to more than 250,000 
square feet. 

A single window display sold 
23,600 square feet in nine days. 

“How come?” asks a dealer who 
says he “never saw a pile of any- 
thing make a sale.’ 

Several factors were involved: 
(1) mass display of attractive 
packages; (2) plenty of colorful 
placards showing WHAT THE 
PRODUCT DOES for the pur- 
chaser; (3) priced at $5 per 
month; (4) “We’ll arrange all de- 
tails’; (5) good location; (6) ag- 
gressive follow-through at first 
sign of interest; (7) a good job: 
(8) a satisfied customer who told 
his friends. 

The formula is commonly used 
by all successful merchandisers. 
It works in lumber yards, too! 
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Anaconda Copper 
Mining Co. 


Lumber Department 


Bonner, Mont. 


Manufacturers of 


Ponderosa Pine, Fir and 
Larch Lumber 
























America’s finest non-yel- 
lowing white enamel... 
first choice in any dealer’s 
stock ... and one of the 
eleven famous All-Stars 
on O’Brien’s ‘First Team.” 


O’BRIEN VARNISH COMPANY 
SOUTH BEND 21, INDIANA 


PAINTS 


HW FINE FINISHES SINCE 1875 ye 
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Foor Sander rental business can add dollars 
on your profit sheet in 1946. Rental income, alone, 
pays large returns on a small investment. Hundreds 
of case histories prove this. 

But this is only a part of larger profits. Floor 
sanders for rent will also attract new customers to 
your store, Increased sales in paints and all floor 
finishing materials is the result. This is the ex- 
perience of those in the business. 

The profit possibilities are explained more 
fully in our booklet “Renting Floor Sanders As 
A Business.” How to get maximun results in the 
rental business is clearly shown in our booklet 
“How to Make More Money.” Both these booklets 
are free...use coupon below. 

American floor sanding machines are now avail- 
able. Ask for complete information on the American 
line and get set for increased profits in 1946. 


AMERICAN 


FLOOR SURFACING MACHINE CO. 


521 $O. SAINT CLAIR ST. e TOLEDO 4, OHIO 


Se er ae en ee age ee ee ee ee ee ee ee 
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Gentlemen: t 
Send me without cost or obligation i 
Free booklets entitled: | Description and Prices on: ‘ 

D “‘Renting Floor Sanders | [) Little American Floor 
as a Business.’ Sander. fi 
D “How to Make More |) American Spinner t 

Money in the Floor ger. 

Sander Rental OD American Floor § 
Business.’ Polisher. P 
Name : 
Company. - 
Street 4 
4 
City t 
| 
i 
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Strypeeze Counter Display 

Now available to dealers without 
charge is the new counter display 
for Savogran Strypeeze semi-paste 
remover. Printed in four colors, the 


display measures 1114 x 14% inch- 
es. Any size container up to a quart 
of Strypeeze can be used with this 
display. An easel back holds the dis- 
play erect should a customer remove 
the Strypeeze for inspection. A 
unique feature is the separate life- 
like hand and scraper in brilliant 
red arranged to give the effect of 
removing the finish from the back- 
ground. To get this display send a 
request to The Savogran company, 
India Wharf, Boston 10, Mass. or 
60 W. Superior street, Chicago 10, 
Ill. 


Steel Building Panels 

Another new product of interest 
is the Fenestra ‘“4-in-1” factory- 
fitted building panel. These panels 
are box beams of sheet steel, joined 
securely to form a smooth floor sur- 
face above and a neat ceiling be- 
neath, with duct space between for 
service facilities such as pipes and 
wires. Design of units provides flat 
panels of sheet metal complete with 
channel type ribs, assembled at the 
factory. There is a variety of types 
and considerable range of sizes. 
Used for floors of residences it will 
take the place of sub-flooring, ceil- 
ing, joist and bridging. Installation 
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is said to be quick and easy. The 
sections are uniform. Provision can 
be made for recessed lighting. Some 
types of panels will be filled with in- 
sulating material at the factory. 
For further information write the 
Detroit Steel Products company, 
2250 E. Grand boulevard, Detroit, 
Mich. 


Unit Package Lumber Piler 

A new unit package lumber piling 
machine has just been introduced 
which will automatically pile unit 
loads of lumber for yard drying or 
dry kiln drying. It tiers the lumber 
and automatically places the stick- 
ers. This machine is said to pile and 
stick 180,000 feet of 4/4 lumber per 
each 8 hours with two men. For 
complete blue prints, detailed infor- 
mation and prices write the Amer- 
ican Manufacturing company, 2119 
Pacific avenue, Tacoma 2, Wash. 


Paraffine "Wax" Oil 


Paraffine “Wax” oil, a high paraf- 
fine content oil is now on the mar- 
ket. It has a variety of uses such 
as oiling floors and blocks, protec- 
tion against weathering and end 
checking, lubrication work, finish- 
ing operations, and coating concrete 
forms and pallets. It is immediately 
available in any quantity, supplied 
in open top drums. For further in- 
formation write the Kalamazoo 
Paraffine company, 1809-21 Reed 
street, Kalamazoo 24, Mich. 


One-Man Hand Truck 


The new Handy steel, all welded 
truck is said to be especially adapt- 
able for operation in narrow aisles 
and for picking loads in close quar- 
ters. The large carrying platform 
and slightly curved bands make it 
practicable for trucking in plants 
where materials within its limits 
require moving. Single handle 
makes possible the handling of bul- 
ky and heavy loads with one hand. 
Capacity is 500 pounds with a large 
overload safety factor. The steel 
platform plate is 14 x 9 x 3/16 inch- 
es. For more complete details about 
this truck write the Schmidgall 
Manufacturing company, 307 Cass 
street, Peoria 2, IIl. 





SALES AIDS > LITERATURE 


Home Planning Book 


Room planning, architectural 
styles, selecting a site and location 
of the house on the site, household 
appliances and decorating are some 
of the subjects covered in this 
book. On the subject of heating, the 
book explains all types of systems 
and discusses all the popular fuels. 
The 114 page book is replete with 
photos and drawings of room ar- 
rangements, with special attention 
to kitchens, floor plans and medium- 
priced and low-cost homes designed 
by architects from different sec- 
tions of the country, remodeled 
homes before and after, and other 
illustrations. The cost is $1 and the 
book may be obtained from Dept. 
PH, Surface Combustion corpora- 
tion, Toledo 1, Ohio. 


Standard Register 

The standard register is said to 
insure protection, speed, accuracy, 
and convenience. The  pin-wheel 
feed, meshing with the marginally 





punched forms gives absolute con- 
trol of originals and carbons, with 
hairline accuracy on every copy. 
The model pictured has the register 
mounted on a steel cabinet with a 
cash drawer. Other models are made 
in small counter and portable styles. 
For further information write the 
Standard Register company, Dept. 
MS-116, Dayton 1, Ohio. 


Stainproof Wall Covering 

A new stainproof wall covering, 
to be known as Varlon, will be in- 
troduced some time in July. The re- 
sult of nine years research and 
development, the covering is said 
to permit the removal of almost 
any type of dirt, grease or stain by 
the simple application of soap and 
water. The new wall covering, 
which the manufacturers state 
should not be confused with wall- 
paper, will be sold by the square 
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low is your best guide to plywood values. When these 
Symbols are consistently used by our producers in their 
billing, by our warehouse stock keepers and order pickers, 
by our customers, salesmen and billing department, there 
is a lot less work and less chance of misunderstanding 
in buying, selling and handling hardwood plywood. 
If these letters and figures are used in the proper 
order, we can always be sure that all of us are 
talking about exactly the same item, and our 
pricing can be more accurate. 

This system is easy to understand, convenient 
use. On Aetna Stock Lists, read the Symbols 











Your Guide to 
- Plywood Values 


THE Table of Hardwood Plywood Grade Symbols shown be. 


in order, from left to right, and identify corresponding mean- 
ings from the Table. 
The glue-line is becoming an increasingly important in- 
gredient of panel quality. The fourth and last symbol always 
gives you the exact nature of the gluing. The four sym- 
bols, taken together always give you a complete and 
COMPACT quality description; saving words, mis- 
takes and possibly headaches. Write today for our 
large wall-hanger reproduction of this Table, for 
posting at your plant or yard so that all your 
employees will have a ready reference. 
AETNA PLYWOOD 6&6 VENEER 


1732 ELSTON AVENUE, CHICAGO 22, ILL. 































Example: 
Tue of siome 2-3-1-3 
7 means 
Two FP4 puenorie Resin BOUND taco 





High 
One Fl4 water resisrant 






























—REJECT back . 
—Sanded:ONE side 
—Vegetable-glued 













Example: 

_ | Grade of FACE | Grade of BACK | 

means Good }Aji Good 1 
—GOOD face 

ae TS sides Sound 14 Sound I- 
Moi e-resist t UNDwith -)- SOUN Dwith one 

glued | Minor Detects Minor Detects” 

| Reject #34 Reject 














Unsanded 9-4 MOISTURE-RESISTANT 
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HOLT HARDWOOD CO. 


Manufacturers of 


MAPLE ® BIRCH @ BEECH @ OAK 
STRIP © BLOCK 
and 
HERRINGBONE 
FLOORING 


BROOM HANDLES 
GRADED SAWDUST 


ci) 
High Grade Northern Hardwoods 
r 
Custom Kiln Drying 


* 
Members: M. F. M. A. N. HW. L A. N. HW. & HM. A. 


OCOnTO, WISCONSIN 
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Logged in 1936-1937 


HARDWOODS e WHITE PINE © HEMLOCK 


Our sustained yield forest management policy for 
the past thirty-five years is providing for current 
needs of today and future demands of tomorrow. 


DEFEND YOUR TRADE 


with 


MENOMINEE INDIAN MILLS 


Neopit, Wisconsin 


Air-dried QUALITY LUMBER Kiln-dried 
Ll ANSARI 
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West Coast : 
Supply Still 


While there has been some little 


improvement in West Coast op- 
erating conditions, it is still very 
difficult to obtain West Coast lum- 
ber. You can depend on it that 


Your Western 
Wholesaler 


is keeping in close touch with 
conditions and doing everything 
possible to try to get lined up for 
better service. The need is for 
larger production. The mills are 
greatly handicapped. Improved 
service must still await improved 
operating conditions which we're 


in hope may not now be long de- 
layed. 





564 Market St., San Francisco 4, Cal. 
MAUK SEATTLE LUMBER COMPANY 


SEATTLE, WASH. 
HOMESTEAD BRAND 
WESTERN LUMBER MERCHANTS 








(saw mill: 


CARL SODERBERG Pine’ Prouucts 
LUMBER COMPANY Silic,’ ‘Ure 


Manufacturers and Wholesalers siete 


Morrill & Sturgeon 


umber Co. — 
Yeon Bldg., Portland, Ore. 


WALES LUMRER COMPANY 


Old National Bonk Building 


SPOKANE - - - WASHINGTON 
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foot. For more complete details 
write Varlon Inc., United Wallpaper 
Inc., Merchandise Mart, Chicago, 
Ill. 


Radiation Measuring Device 

A new calculating device for 
measuring radiation for steam and 
hot water heating systems has been 
announced ready for public distri- 
bution. It is claimed this new de- 
vice eliminates the tedious figuring, 
and can be successfully used by 
anyone without previous technical 
training. Just the turning of a dial 
and the correct answer is received. 
It is also stated this dial contains 
sizes of mains, returns, risers, radi- 
ator sizes and capacities, round and 
sectional boiler net ratings, chim- 
ney flue sizes, hot water tank sizes 
and other valuable information. For 
more complete details write Heat- 
O-Meter, 424 W. 42nd street, New 
York 18, N.Y. 


New Twin Resaw 

A twin resaw of new design oper- 
ates twin saw blades that come out 
814 inches from the fence and can 
be moved back of the fence, thus 
eliminating the necessity of moving 
the blade from the idle wheel when 
using only one saw. A new single 
resaw is also in production and can 
be delivered with or without a rip- 
ping attachment, as can the large 
twin resaw model. Both machines 
are of streamlined design and have 
standard parts for easy replace- 
ment when necessary. The single 
saw weighs 5,000 pounds, takes up 
floor space 4 x 12 feet, and has a 
36 inch wheel. The twin resaw 
weighs 10,000 pounds, takes up 
floor space 6-1/3 x 12 feet and has a 
36 inch wheel. For further informa- 
tion write Kaycee Lumber Machines 
Inc., 1150 E. Pico boulevard, Los 
Angeles 21, Calif. 


New Wire Rope Clamp 

A new wire clamp called Cable- 
Ox has been developed by the Nunn 
Manufacturing company. This 
product is the first step in recon- 
version to peacetime production by 
the company. The clamp incorpo- 
rates a new and exclusive wedging 
action in its component parts. This 
is the feature which, it is said, 
makes it possible to hold loads in 
excess of the tensile strength of 
the rope used. The unit is alloy 
steel, cadmium plated for weather 
protection, streamlined for neat ap- 
pearance and freedom frem _ ob- 
struction. Cabl-Ox is said to be 
easily assembled by unskilled labor 
and may be readily disassembled 
for the tightening of stretched 
lines or other uses. For further 


information write Nunn Manufac- 
turing company, 2125 Dewey ave- 
nue, Evanston, III. 


Grassland Farming Manual 


Just off the press is a new 40 
page farmer’s manual on grassland 
farming, published by Continental 
Steel corporation for its dealers to 
distribute to farm customers. A 
practical working manual, it gives 
valuable information about starting 
a program of grassland farming. 
Illustrated with many charts and 
photographs, it tells how to im- 
prove pastures, how to compare the 
returns from pasture with return 
from other crops and how to rotate 
pastures to get better yields. For a 
copy of the booklet write to the 
Sales Promotion Manager, Conti- 
nental Steel corporation, Kokomo, 
Ind. 


New Safety Flue 


Use of the new Pittsburgh Safety 
Flue is said to eliminate the weak- 
est point in chimney construction. 
It is described as a single refrac- 
tory casting, furnishing in one oper- 





ation a complete unit to receive the 
furnace installation. It provides: 1) 
single refractory casting, construc- 
tion eliminates cutting opening in 
flue liner; 2) unit casting elimi- 
nates joint, provides permanent 
seal; 3) baffle plate to increase 
draft, prevent blowbacks; 4) clean- 
out opening projects from wall, plug 
type closure eliminates hinges; 5) 
a leakproof connection from furnace 
flue to chimney. Made in standard 
size 9 x 13 inches outside flue di- 
mensions, the flue is designed to 
receive flue pipe of 7, 8, 9, and 10 
inches diameter. For complete in- 
formation write New Castle Re- 
fractories, Dept. 2, New Castle, Pa. 
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Ponderosa Pine Lumber 
Sugar Pine Mouldings 
White Fir, Incense Cedar Cut Stock 


Tarter, Webster & Johnson, Inc. 


No. 1 Montgomery St., San Francisco » P. 0. Box 1731, Stockton, Calif. 
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Since 1889 
| for Your Normal Needs 
Pine Sales, Baker,Ore.  ® 


ws Fir Sales, Dee, Ore. ~ | Pikes IMMEDIATE SHIPMENT FROM ST. LOUIS STOCK 








FLEISHEL LUMBER CO. 


4235 DUNCAN AVE. « ST. LOUIS 10, MO. © NEwstcad 2100 


TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 











Manufacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES 
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Year Ahead Looks Prosperous 
Despite Strikes and Delays 


UMBERMEN, LIKE MOST 
other citizens, are griped by 
the hubbub and assorted rough stuff 
that has carried over into the new 
year. Wrangling goes on every- 
where; not only in this political 
capital, where it’s looked upon with- 
out emotion as an occupational dis- 
ease, but also throughout the coun- 
try. 

News of the labor front, at this 
writing, is bad. Could be, by the 
time this commentary reaches your 
desk, that the current fevers will 
have lost some of their heat. This 
should happen soon, if it hasn’t al- 
ready occurred. The opponents, 
fighting for personal advantage, are 
upsetting services and industries 
that are too important to the public 
for long interruptions to be toler- 
ated. 

A few days ago, measured from 
the time you read these lines, Wash- 
ington had little long-distance tele- 
phone service and only the local 
service of the dial sets. The same 
was true of most of the country; at 
a time when communications are 
of high importance. New York had 
almost no telegraphic service. Seat- 
tle was without transportation and 
had no local newspapers. The Gen- 
eral Motors strike was continued. 
Strikes were pending in the great 
steel industry and in the meat-pack- 
ing plants. A strike had been called 
against Army Engineer construc- 
tion projects. So it went. 


What's Ahead 


One analyst says that despite 
strikes, contradictory fears and 
general bonehead plays this present 
year will be the most prosperous, 


up to now, in all U. S. peace-period 
records. This, in its way, explains 
the snatch and grab, the wild talk, 
the pamphleteering, the picket lines 
and all the rest. The post-war eco- 
nomic pattern is still fluid. So man- 
agement, labor, producers, distribu- 
tors, vendors of collateral services, 
in fact all people with direct inter- 
ests in this pattern, are out to sur- 
round as many advantages as pos- 
sible before it solidifies. 


A composite, made from the esti- 
mates of a number of economists, 
comparing 1946 with the top pre- 
war year, indicates that this year’s 
total of services and goods will run 
$40 billions ahead of ’41. Income 
after taxes will show a similar mar- 
gin of advantage. Civilian employ- 
ment will be larger than in ’41. 
Sure enough, these are estimates 
and could be wrong. But they’re es- 
timates made by men with an anxi- 
ety to be right; who have no 
thought of using funny figures for 
propaganda purposes. 

Further predictions are that 
January will be the big month of 
idleness from strikes, although the 
national industries will probably 
not be back to full production, on 
the new wage basis, until April or 
May. This means a reconversion 
delay of six to ten weeks, depending 
upon the industry; bad enough, but 
itll be a delay and not a stoppage. 
It’s true that a number of econo- 
mists are not quite so confident at 
the moment; because of the violent 
opposition of both management and 
labor to suggested settlement for- 
mulas. But it remains true that the 
public will not tolerate extended 
stoppages. There’s some violent 
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legislation, waiting around the cor- 
ner to be enacted; so it’s probable 
that, despite the tall talk, these 
strikes will be settled one at a time 
and without too much delay. 


Public Policy 

It’s common opinion in Washing- 
ton that the contenders in several 
of the big disputes haven’t been so 
far apart on actual wage agree- 
ments. To be sure several corpora- 
tions have raised the issue of the 
right of management to manage. 
Labor demanded that General Mo- 
tors increase wages by 30 per cent 
without increasing the price of the 
corporation’s products. GM _ con- 
tended that setting these prices is 
no part of labor’s business. There 
is every reason to believe that the 
corporation is in earnest about this 
point. But those who profess to 
know tell us that GM is also deter- 
mined to get some assurance that a 
wage settlement made now will be 
a real settlement; not merely a 
stepping stone to another wage de- 
mand to be made a few months from 
now, after production has started. 

Lumbermen are interested in the 
steel issue. Sure enough, steel is a 
possible competitor of ours in the 
construction field; but we know, too, 
that a supply of steel is necessary 
to industrial reconversion and full 
production. 

But there’s another important 
point. The comparison between 
steel and lumber is not too exact. 
Lumber wholesalers and retailers 
usually pass lumber on to the final 
consumer in about the form in 
which it comes from the sawmill. 
Not always; but that’s near enough. 
Steel mills usually sell their prod- 
ucts to manufacturers who turn it 
into articles having slight resem- 
blance to the original material. 
That, too, is not exact; but again 
it’s near enough. For practical pur- 
poses the manufacturer who buys 
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ROLL-OFF 
LUMBER TRUCK BEDS sn 19: 


Complete Beds Shipped KD 


EASILY MOUNTED 
Write for Catalog & Prices 


The R-B COMPANY, 1921 Guinotte, KANSAS CITY, MO. 












“The fictive Truck is the Money-Maker™ 











OMAK-KWALITY 


Window, Door and 
Cellar FRAMES 


Trim, Mouldings, Casing, Base, 
Finish Lumber, Furniture Spe- 


cialties, Etc. 


District Sales Representatives 


Mr. R. F. Taylor 


Mr. H. M. Tripp 


No. 24 Welwyn Road P. 0. Box No. 85 


Great Neck, L. I., 
New York 


Crystal Lake, Ml, 


Member Western Pine Assn. 








famous line. 


REGISTER 





wits TIELW K-2 ELECTRODE 








Direct yeading 
dial shows mois- 
ture content of: 


Paper in Stacks 
or Rolls 
Cloth in Bolts 


Lumber 
Plaster 


eee and many 
other materials 








Tests flat, irregular and curved surfaced 
materials in 3 seconds or less 


Here is the all-purpose moisture testing instrument you have 
been waiting for. 

Each button of the electrode is individually spring-cushioned 
to allow maintenance of contact regardless of contour — no 
points to break off or injure surface It is completely portable, 
and can be operated by anyone. 

The same exacting scientific research and precise engineering 
development that have made L-2 (lumber) and V-2 (veneer) 
models of Moisture Register the standard in their fields make 
the new model K-2 an accurate, dependable addition to this 
Write today for complete information, specify- 


ing type of material and per cent range 
of moisture content you wish to test.— 
Moisture Register Co., Dept. A, 133 North 
Garfield Avenue, Alhambra, California. 
















SELLING THE PRODUCTS OF 


*THE McCLOUD RIVER LUMBER 
COMPANY 
McCloud, Calif. 
*THE SHEVLIN-HIXON COMPANY 
Bend, Oregon 


*Member of the Western Pine Associa- 
tion, Portland, Oregon. 














4 


i 
y a 5 | 


DISTRIBUTORS OF 


SHEVLIN PINE 


Reg. U. S. Pat. Off. 
EXECUTIVE OFFICE 


900 First National Soo Line Building 
MINNEAPOLIS, MINNESOTA 


DISTRICT SALES OFFICES: 


NEW YORK 


1604 Graybar Bidg. 
Mohawk 4-9117 


CHICAGO 


1863 LaSalle-Wacker Bidg. 
Telephone Central 9182 
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SPECIES 


PONDEROSA PINE 
_ (PINUS PONDEROSA) 


SUGAR (Genuine White) PINE 
(PINUS LAMBERTIANA)} 





SAN FRANCISCO 
1030 Monadnock Bldg. 
Exbrook 7041 
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steel from the mill is the final con- 
sumer. And behold! The Adminis- 
tration seems prepared to jack up 
the price to this final consumer. 
At the moment there’s a bitter 
fight over the proposal. The OPA 
seems ready to go down swinging, 
to hold that line. Well, that is, not 
quite. To keep the Saint George 
franchise, in re the dragon of in- 
flation, the agency has put up a 
passable fight against higher steel 
prices. But it eventually consented 


to a smaller increase; the purpose 
of the added dollars per ton being 
to finance an increase in wages to 
keep production going. 


About Prices 

The Calendar has hunted up 
some hitherto unpublished notes, 
made about the middle of ’44, after 
a conversation with a then prom- 
inent member of the Administra- 
tion. Subject, post-war business. 
Something like this: There will be 
plenty of difficulty getting back to 








LUMBER and PILING 
for SI Years 


Car and Cargo -- Wholesale Only 


ALL TYPES -- ALL GRADES 
Western Pines and West Coast Lumber 


Large and Long Timbers -- Fir Piling up to 150 Feet 
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cot Zl AA 


ZZ A 
1945 ZH 


PATRICK LUMBER CO. 


Terminal Sales Building, Portland, Oregon 


PARAFFINE "WAX” OIL | 


| A High Paraffine Content Oil | 


for Oiling Flooring and Blocks 

for Protection Against Weathering and End Checking 
for Lubrication Work 

for Finishing Operations 

for Coating Concrete Forms & Pallets 


























Immediately available in any quantities Supplied in open top drums 
Lower cost than ordinary neutral Paraffine Oils 


KALAMAZOO PARAFFINE COMPANY 


1809-21 Reed St., Kalamazoo 24, Michigan 
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PACKED IN CARTONS 


SILVER LAKE eee 
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SILVER LAKE CO. 


MILLS-CHATTAHOOCHEE, GA. SALES--99 CHAUNCY ST., BOSTON 











a peace-time economy; and _ it 
doesn’t make much difference, so 
far as the difficulty is concerned, 
whether the country after the war 
is low-price or high-price minded. 
There’s likely to be some inflation 
for a while, because of war savings; 
in which case there’s likely to be a 
hard fight to keep prices down by 
government regulations. In addi- 
tion to the government’s desire to 
hold prices within bounds, there'll 
be an exactly similar effort and de- 
sire on the part of big industry. 
The reason? By keeping prices 
low, big industry can block off new 
competition right at the start. 
Sooner or later there’ll come a 
period of recession. (You under- 
stand we’re still quoting.) In either 
case, whether it’s inflation that’s 
being held in line by Federal prices, 
or whether it’s production limited 
by low employment, the one basic 
cure is to keep certain lines of pro- 
duction going. It may be your lum- 
ber. It may be steel. Or it may be 
both, plus some others. Steel, for 
example, is now at maximum pro- 
duction. So long as it stays there, 
or doesn’t drop below 85, general 
production will stay pretty high. A 
whole line of industries will keep 
going if they have ample steel at 
prices commensurate with the price 
of what these manufacturers sell. 
It’s going to be very important 
to keep these key lines producing. 
I’d be in favor of government sub- 
sidies, in a period of depression, to 
keep steel up to at least 85 per cent 
of full production. The same goes 
for lumber. I don’t like subsidies; 
but so far I haven’t found anybody 
with a more workable idea. On the 
other hand, going back to a period 
of inflation that’s being held in 
check by price regulations, it’s just 
as important to see that the effort 
to keep the end price in line doesn’t 
make it impossible for producers 
and distributors to stay out of the 
red. Any business going broke be- 
cause of artificial and unadjusted 
prices is sure to become a business 
bottleneck. I don’t care too much,’ 
individually, for big business; but 
I do recognize that production and 
distribution, at full tide, is the 
thing that will keep the national 
economy serviceable and healthy. 
For that purpose, prices have to be 
right. If they’re too high, the poor 
don’t get anything. If they’re too 
low, nobody gets anything. The 
steady flow of key and critical goods 
is necessary for national reasons. 
It’s an open secret that at the 
present time the OPA is making 
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some rather earnest efforts to ad- 
just lumber prices at the sawmill 
level. We have quite a lot of war- 
time prices that are still in effect; 
including premium prices for sizes, 
grades and patterns of little use in 
civilian trade. Some despondent 
lumbermen are saying the attempt 
at price correction is too little and 
too late. But at least it’s been 
made; and Peter Stone seems really 
to have tried. 


Internal Combustion 


The embattled stuff, mentioned at 
the beginning of this piece, has 
spread beyond labor and politics. 
Some of it has set up shop in this 
industry. 

A brief, and cautious, mention of 
a few shiners garnered in the fam- 
ily argument. Retailers, exempli 
gratia, are getting some hard looks 
and ditto words from their neigh- 
bors in the industry because of the 
alleged wide mark-up allowed them 
by the OPA on the lumber they 
handle. Consequently, each time the 
retail wing of the industry makes 
a suggestion in regard to a national 
adjustment, whether it has to do 
with housing or exports or financ- 
ing or what not, the local distribu- 
tors get accused of a Jesse-James 
complex, a dog-in-the-manger posi- 
tion. Retailers reply that if they 
have a generous mark-up there’s a 
reason for it. During the war they 
were allowed to handle compara- 
tively little lumber in the old pri- 
vate-citizen trade. The price-control 
officials took account of this and 
fixed prices that would yield some 
returns. At present, the retailers 
point out, the OPA has adopted an 
Indian-giver pose. The agency gave, 
and the agency taketh away. Note 
the number of instances in which 
manufacturing advances in allowed 
prices must be absorbed by retail- 
ers. Meanwhile, the retailers add, 
if the original mark-up was justi- 
fied by small volume of lumber 


handled, then it’s still justified by © 


the same factor. They look out at 
the main shed and still see those 
rows of naked bearings. 

While manufacturers, so far as 
we know, have made no public pro- 
test, it is known that a good many 
resent the retail suggestion that 
the export of lumber be stopped for, 
say, six months. Manufacturers say 
that while exports at best represent 
but a small percentage of U. S. 
production they’re important in a 
rounded marketing plan. Failure to 
keep lines open at this critical time 
might well turn foreign buyers per- 


AMERICAN LUMBERMAN, January 19, 1946 


manently to other sources of sup- 
ply. Retailers, so the sawmill men 
add, feel no obligation on the basis 
of public service to buy mill pro- 
duction when it’s in surplus; con- 
sequently they have no moral priv- 
ilege to close off another and long 
established sales outlet. 

Retailers reply, of course, that 
the suggestion is for a temporary 
and emergency embargo; and that 
it seems queer to see manufacturers 
protecting future markets by ex- 
porting construction lumber at a 
time when returning veterans 
pound the paving in vain, looking 
for shelter. 








PAUL B. BERRY 
Grand Rapids 6, Michigan 


if you can furnish any of the foltow- 
bmg (or anything else) write or wire me. 


1 or more cars 4/4" & thicker, but 
mostly 4/4’’ Pine, Maple, Birch, Beech, 
Poplar, Gum, Willow. Oak, Magnolia, 
etc. Prefer upper grades but can use 
crating, etc., grades also. ED or AD, 
Rough or surfaced. Can use RWA&4L, 
dimension, shorts, etc. Write or wire 
me of anything you have available. 
Send me your stock and price lists. 








from Kirby. 


supplied. 


Yellow) Pine 


KIRBY BUILDING 








DON'T CHEER TOO SOON. 


Logs are rolling over the right-of-way to KIRBY'S five saw mills to 
be made into lumber as fast as we know how to make lumber—and 
still make it to conform to that standard you have come to expect 


But don't expect too much. With prices fixed for all lumber, nat- 
urally there are more people asking for KIRBY lumber than can be 


But believe us; not only is production pushed, but principles of fair 
dealing are practiced in distribution. 


KIRBY cosronan 
CORPORATION 


Southern Hardwoods 


“A Wood for Every Purpose’ 


HOUSTON, TEXAS 
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LANE 


Trade Mark Reg. U. S&S. Pat. Of. 


AVAILABLE FOR 


PROMPT DELIVERY 


Sturdy and dependable. Fast, accurate saw- 
ing assured. 


Carriages running on roller bearings. Auto- 
matic pawl release on set head. Fast, power- 
ful dogs. Friction or Belt Feed, as preferred. 
Ball Bearing arbor, and roller bearing Feed- 
works if desired. 


Various sizes and dogs to meet your needs. 
2 we, mee experience in building Saw 
ills and woodworking machinery. 


LANE MANUFACTURING CO. 


MONTPELIER, VT. 


—— 


DOWICIDES — PERMATOX 
A.D. CHAPMAN & COMPANY, INC. 


CHICAGO © HAEMPHIS «© NEW ORLEANS ¢ NEW YORK e PORELANID 








Money in Your Pocket... 


—when snow melts 


—every time it rains 


Act now—be ready to get quick profits on Rane- 
tite No. V Transparent Waterproof Coating for 
stopping leaks in walls, basements, pits this 
spring. Fast-selling shelf merchandise. One out 
of every 3 buildings needs it—stores, office build- 
ings, apartments, homes, schools, churches, fac- 
tory buildings. 


The Ranetite guar- 
antee protects you 
and your customers. 
Thousands of satis- 
fied users. 





Ranetite No. V 


Transparent Wateproofing 
is easily — with brush. Tested over 30 
ears. $1.25 per qt. packed 12 in carton; 
50 per gal. packed 6 in carton; 5 gal. cans 
.40 per gal. Write for attractive Ranetite 
dealer discounts. 


RANETITE MANUFACTURING CO. | 


1917 S. Broadway St. Louis, Mo. | 
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From 
Soft Textured 
Klamath Basin 
Timber 


IVORY PINE 


All that the name implies 











Quality lumber from modem mill 
and kilns. Manned by an effi- 
cient organization—small enough 
to give your orders INDIVIDUAL 
attention—large enough to serve 
ALL your needs. Member West- 
ern Pine Association. 





PLANER AND 
JOINTER KNIVES 


— — — also high speed knives and 
molding cutters for the woodwork- 
ing industry. Western Agents: 


TAYLOR-STILES & co., Hall & Brown 


RIEGELSVILLE, NEW JERSEY “,”,"2thine &. 








KNIGHT 
Single and Double Acting Receding 
SET WORKS-Saw Mills, Dogs, Edgers 


Manufactured by 


THE KENT MACHINE COMPANY 


117 Portage St, Cuyahoga Falls, Ohio 


American Car Door Roller 


EVERY YARD SHOULD HAVE ONE 

Best and cheapest helper for ’ S 
loading and unloading lumber. 

Often pays for itself in one lum- 


ber shipment. Adjustable to fit Can be furnished with wood or steel 
openings 5 to 6 ft. wide; double beam. “American” Logging Tools 
extension roller for door 5 to 8 and Appliances best on the market. 
ft. wide. Write for catalog and information. 


AMERICAN LOGGING TOOL CO., Evart, Mich. 
SAWMILL MACHINERY * MILL SUPPLIES 




















SHREVEPORT, LOUISIANA 





MACHINERY COMPANY 





LOOK TO LUMBERMENS 


for all kinds of Casualty Insurance and Fidelity and 
Surety Bonds. Substantial dividend savings have 
been returned to policyholders each year since 
organization. 


Lumbermens 


MUTUAL CASUALTY COMPANY 


James S. Kemper, President 





Mutual Insurance Building 


Chicago 40 U. S. A. 
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Five More Pine Mills End 
Strike with 15-Cent Pay Boost 


The labyrinth through which Pa- 
cific northwest mill operators and 
AFL lumber workers have been 
forced or elected to wander seemed 
much closer to eventual solution 
with the resumption of production 
when five more mills in the pine 
belt settled their 3'4-month old 
strike on January 7. The striking 
AFL lumber and sawmill workers 
reached an agreement with the mill 
operators by accepting a 15-cents- 
an-hour pay increase. 

Two of these mills will resume 
production immediately but the 
other three will hold off resumption 
of output until repair work has 
been done. The Swede Basin Lum- 
ber company at Grants Pass, last of 
three mills in that district to adjust 
differences with the _ workers, 
agreed to the pay increase accord- 
ing to W. W. Balderree, attorney 
for the company, but the question 
of a closed shop was not decided. 
The men agreed to return to work 
with that issue undetermined. It 
was not expected that the mill 
would reopen at once, however, be- 
cause of the long shutdown and 
weather conditions. 

Moore Lumber Products and 
Kabax Mills settled their strikes 
last month. The Southern Oregon 
Sugar Pine company mill at Cen- 
tral Point has also granted an in- 
crease to its workers. The dry kiln 
crew there resumed work January 
15, but the sawmill will not get 
into operation until February lst. 
Beginning on that date a second 
shift is expected to boost produc- 
tion to 150,000 feet a day. 

Also resuming output is the 
Cheney Oregon Lumber company, 
Central Point, for the first time 
since its shutdown last August be- 
cause of fire. And the Collins Lum- 
ber company at Ponderosa, for- 
merly the Grande Ronde Lumber 
company, will be the first in Baker 
County to resume operations under 
a similar agreement. 

Strike headquarters at Portland 
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also reported that settlement has 
been reached at the Ponderosa Pine 
Mill at Elgin, Mt. Emily sawmill at 
La Grande and a logging operation 
at Hillyard, Wash. 

Negotiations are in progress with 
the Oregon Lumber company at 
Baker and the Oregon Trail Lum- 
ber company at Elgin, headquar- 
ters said. 


In addition to these Oregon 
plants, Hugh Haddock, business 
agent at Klamath Falls, reported a 
settlement witn the Fruit Growers 
Supply company at Hilts, Calif., 
where an increase of 15 cents an 
hour was granted in the sawmill, 
while in the box factory the higher 
brackets received a_ 15-cents-an- 
hour increase and the lower paid 
employes were jumped 17% cents. 

While the deadlock between mill 
operators and the AFL lumber 
workers of the fir regions of the 
Pacific Northwest and the similar 
paralysis of the Western Pine AFL 
mills are gradually resolving them- 
selves into something resembling 
production, spokesmen of the two 
major western lumber associations 
—the West Coast Lumbermen’s As- 
sociation and the Western Pine As- 
sociation—are taking a little time 
from their labors to evaluate the 
1945 lumber production and engage 
in a bit of crystal gazing into 
what’s in store for 1946. 

The West Coast Lumbermen’s 
Association admits, frankly enough, 
that 1945 Was a year of “uncer- 
tainties and shocks” for west coast 
lumber producers. Since V-J Day, 
says the Association’s first report 
of the new year, the industry has 
continued to meet one crisis after 
another. Its outlook for the new 
year’s market conditions is difficult 
to define, or even predict, for these 
conditions change into something 
new almost daily. 


Just as an example: The CPA’s 
Priority Regulation 33 on lumber 
and nine other building materials 
to promote the building of dwell- 
ings costing $10,000 or less. Lum- 
bermen are as much in the dark 





MARKET ANALYSIS 


on the effect PR 33 may have on 
their business as they were on war 
demands for lumber at this time 
last year. 


In November of 1944 the pros- 
pect of an early V-E Day was 
bright. In January of 1945 the Bel- 
gian Bulge disaster was raising a 
flood of new war orders for lumber. 
They receded with victory in 
Europe, and then urgent demands 
for lumber to supply the attack on 
Japan struck the mills. V-J Day 
brought cancellation of military 
orders for over 300 million feet of 
West Coast lumber. Then came a 
crippling strike. Nationally, build- 
ing construction since then has 
continued to marR time because of 
scarcity of building labor and the 
low supply of key materials. Con- 
cludes the report: 


“The West Coast lumber indus- 
try stands equipped with vast re- 
serves of fine timber, modern mills 
and able personnel, to produce for 
home building. But the industry 
faces lines of normal production 
and trade which are in a complex 
of controls that survive from the 
emergencies of war. The giant 
building industry, surging with 
productive power, is under a thou- 
sand restraints that form a tangled 
web from the forest to the home- 
site. 


“What is needed is a little shoul- 
der room, however scant. If and 
when this is granted, the West 
Coast lumber industry will go 
steadily forward in the supply of 
building construction lumber 
throughout 1946.” 

Turning to the year’s end views 
of the Western Pine Association, 
they are aptly summed up in that 
organization’s recently released 
analysis of its 1945 manufacture of 
Idaho White Pine, Ponderosa Pine, 
Sugar Pine and associated woods, 
together with the probable (first 
quarter of 1946 production-con- 
sumption. 

In its analysis, the Association 
contends that the high level of war- 
time production in the Western 
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 Gonenes | 
Announcing 


AUTOMATIC 
UNIT PACKAGE | 
LUMBER PILER | 


Our new unit package lumber pil- | 
ing machine has great value to the 
lumber industry. 

It will automatically pile unit loads 
of lumber for yard or kiln drying. It 
tiers the lumber and automatically 
places the stickers. | 

2 men with this machine will pile | 
and stick 180,000 ft. of 4/4 lumber 
in 8 hours, based on loads averaging 
16 ft. in length. One complete tier | 
is laid every 7!/, seconds. 

Write for complete blue prints, de- 
tailed information and prices. 


AMERICAN 
| Manufacturing Co., Inc. | 
| 2119 Pacific Ave., | 
TACOMA 2, WASH. | 











HARDWOODS 
Pisin and Quartered 
Oak—Soft Yellow Pop- 
lar — Basswood, Chest- 
mut, etc, 


Pisgoh Forest, N.C. 











Douglas Fir 


Timbers, Dimension 
and Boards. 


Sawmill Capacity 
200,000 ft. per day. 


L. H. L. Lumber Co. 
CARLTON, ORE. 


E. J. Linke Guy Haynes 











W.T.SMITH LUMBER CO. 
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Pine region was well maintained 
by the industry during the first 
quarter of 1945. The cumulative 
effects of the deteriorating man- 
power situation, however, began 
seriously to hamper production in 
the second quarter. At war’s end, 
manpower and worker efficiency 
were at the lowest ebb. As a result, 
the regional output for the first 
nine months of 1945 was off 12 per 
cent from that in the same period 
of 1944. The report further states 
that— 

“Performance during the last 
quarter was the worst since the de- 
pression year of 1934. The regional 
output of 810 million was 41 per- 
cent below that in the fourth quar- 
ter of 1944. Shipments were like- 
wise off 40 percent. Widespread 
strikes were, of course, a major 
factor. Partial return to a 40-hour 
work week also contributed to the 
decline. But a very definite retard- 
ent, and one which will apparently 
be responsible for continued low 
output in the foreseeable future, is 
the reduction to the vanishing 
point, in the case of many mills, of 
the margin between continually ad- 
vancing costs and rigid price ceil- 
ings.” 

To summarize the 1945 perform- 
ance of the Western Pine industry, 
lumber production of 4967 million 
was 18% percent under that of the 
same period in 1944, shipments of 
5063 million were down 17 percent, 
and stocks at the end of the year 
were lower on this date than for 
many years. It was the poorest 
showing since 1939. As for the fu- 
ture, the report says: 

“The Western Pine industry is 
geared to make a substantial con- 
tribution to the urgently needed 
revival of the construction indus- 
try. Production, although lower 
than during the last five years, 
could be maintained at high levels, 
as compared to pre-war perform- 
ance. However, the settlement of 
labor difficulties and the possibility 
of reasonable returns will deter- 
mine 1946 performance. Unless 
OPA shackles are removed, all 
available information points to ex- 
ceedingly low shipments of lumber 
from the Western Pine region dur- 
ing the first quarter of 1946.” 


Only through the removal of 
OPA restrictions, concludes the re- 
port, can real collective bargaining 
and a fair margin between cost and 
profit be attained. 

A vital factor in the availability 
of lumber during the coming six 
months is the volume of lumber 
precurement expected to be exer- 





cised by the Army and Wavy. 

Centralized control and procure- 
ment of lumber for both the Army 
and Navy is, according to William 
E. Langdon, chief of the Technical 
Information division of the Office 
of the Chief of Engineers, War De- 
partment, being continued in the 
post-war period through the Army- 
Navy Lumber Agency. This agency 
was established jointly by order of 
the Under Secretary of War and 
the Assistant Secretary of the 
Navy to take over the wartime 
functions of the Central Procuring 
Agency in the War Department. 

A lumber policy committee of 
the Army and Navy Munitions 
Board has also been established to 
set policies and procedures for the 
Army-Navy Lumber Agency and 
supervise the observance of these 
policies and procedures, in accord- 
ance with the objectives of the 
Army and Navy Munitions Board. 

The field organization of the 
Army-Navy Agency will carry out 
the actual procurement functions 
and will be located in Atlanta, Ga., 
Seattle, Wash., and Portland, Ore. 
Any one of the agency’s field offices 
may be used for procurement of 
lumber for any of the various 
Armed Services or for such other 
agencies as the Veterans Adminis- 
tration, the Panama Canal or other 
Federal agencies who may obtain 
this service upon approval by the 
Army and Navy Munitions Board. 


Current Statistics on 
Output and Distribution 


Lumber shipments of 411 mills 
reporting to the National Lumber 
Trade Barometer were 8.3 per cent 
above production for the week end- 
ing January 5. In the same week 
new orders of these mills were 28.2 
per cent above production. Unfilled 
order files of the reporting mills 
amounted to 82 per cent of stocks. 
For reporting softwood mills, un- 
filled orders are equivalent to 33 
days’ production at the current 
rate, and gross stocks are equivalent 
to 38 days’ production. 

For the year-to-date, shipments 
of reporting identical mills exceed- 
ed production by 8.3 per cent; or- 
ders by 28.2 per cent. 

Compared to the average corre- 
sponding week of 1935-1939, pro- 
duction of reporting mills was 20.6 
per cent less; shipments were 24.9 
per cent less; orders were 21.3 per 
cent less. 


West Coast 
Fir and other west coast mills 
reporting to the West Coast Lum- 
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BUILD YOUR NEW 
Lumber Warehouses 
with TRUSS ROOFS 


Cost you less to build. More usable floor space per 

dollar of cost. High open space permits economical 

mechanical handling and piling. Alleys, piling spaces 

and partitions are adjustable. Install modern Ameri- 
| can Wood Trusses in your own buildings. Then make 
a profit on them by using them to sell our trusses for 
all warehouses, garages, stores, factories, airplane 
hangars built in your community. 





Write today for full information and 
descriptive catalog. 


AMERICAN ROOF 
TRUSS CO. 


6848 Stony Island Ave. Chicago 49, Ill. 


























WELDWOOD GLUE 


senes t1SELF... 












WELOWa00 
Plastic Resin 
ii ‘a : 





...t0 you! Because Weldwood Plastic Resin Glue loses no time 
in proving its superiority... makes joints stronger than the wood 
itself... is unaffected by moisture or heat . . . turns out better 
finished jobs. 

-.. 10 your customers! Because its convenience, speed and 
dependability quickly create a steady source of good-margin 
repeat business. 


It makes friends fast .. . and keeps them. 


WELDWOOD’S ADVANTAGES ARE UNIQUE— 


@ It has tremendous strength @ Easy to spread with brush or stick 
@ Joints are shearproofand permanext @ Stain-Free 
@ Easy to mix... just add cold water @ Bacteria and rot-proof 


UNITED STATES PLYWOOD CORPORATION 
Industrial Adhesives Division, Dept. 235 
55 West 44th Street, New York 18, N.Y. 
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THIS MAN OPERATES A CORLEY 
MILL— BUY ALL THE LUMBER 
HE CAN SELL US / 























More and more concentration yard men are making it a 
point to buy lumber from Corley equipped mills. Of 
course there is a reason. Corley-cut lumber is accurately 
cut—no “thick and thins,” no “rainbows.” Corley-cut lum- 
ber goes through the planer smooth and easy—it is profit- 
able to handle. 


























Buyers of green lumber are CORLEY MILLS 
writing us for the names of cuT 
Corley mill operators in 
their areas. We will be glad lecwralle Lumber! 
to give you this informa- R 
tion for your locality. 
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Northern White Pine 
Norway Pine 


RAINY LAKE LUMBER CO., Ltd. 
SALES OFFICE: 1204 Conway Bidg., CHICAGO 2, ILL. 
Selling the Products of J. A. MATHIEU, Ltd., Reiny Lake, Ont. 
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VENEER PLANT 
EQUIPMENT 


Automatic Hot Press Chargers 
Mechanical Hot Press Chargers 
Hot Press Feed Elevators 
Dryer Feed Elevators 
Elevating Tables 

Continuous Core Machines 





Saw Mill Equipment 


Planer Feed Elevators 

Dry Kiln Car Loaders 

Dry Kiln Car Unloaders 

Automatic Lumber Stackers 

Hydraulic and Electric Elevating 
Tables 

Electric Lumber Transfers 


We Specialize in Designing Saw 
Mill and Veneer Plant Material 
Handling Equipment 


WHAT ARE YOUR PROBLEMS? 


AMERICAN 


MANUFACTURING CO., INC. 
2119 Pacific Ave., Tacoma 2, Wash. 








Leose Leaf 


TALLY BOOKS 


Tally Sheets with 
Waterproof Lines — 


Send for Catalog of 
Lumber Yard Supplies 


Frank R. Buck & Co 
2133 Touhy Ave., Chicago 45, Ill.. 














bermen’s Association cut a weekly 
average of 88,271,000 feet of lum- 
ber during the month of December 
(4 weeks). This report by 131 mills 
is 54.4 per cent of the cut by the 
same mills in their 1941-1944 aver- 
age and brings the entire 52-week 
1945 cut to the cumulative output of 
5,799,672,000 feet as compared with 
the total 1944 production of 7,902,- 
289,000 feet. Weekly shipments the 
month ending December 31 aver- 
aged 85,650,000 and new business 
booked during the month of Decem- 
ber showed a weekly average of 
90,489,000 feet. The industry’s un- 
filled order file stood at 738,232,000 
at the end of December. Gross 
stocks stood at 400,405,000 feet. 


Southern Pine 


Production of Southern Pine by 
112 mills (82 units) for the week 
ending January 5 as reported to the 
Southern Pine Association totaled 
13,273,000 feet. This is 26.56 per 
cent below the three-year average 
for the same mills. Shipments dur- 
ing the week ended January 5 to- 
taled 13,587,000 feet, 2.37 per cent 
above output. Orders placed were 
for 13,102,000 feet, 1.29 per cent 





below production. Total stocks on 
hand at the end of the week were 
114,491,000 as against unfilled or- 
ders for 82,850,000 feet. Unsold 
pine stocks on hand stood at 
31,641,000. 


Western Pine 


Eighty-five mills reporting to the 
Western Pine Association for the 
week ending January 5 cut 16,424,- 
000 feet. The same week a year ago 
the cut was 32,190,000 feet. Ship- 
ments the same week this year were 
21,631,000 feet, 31.7 per cent above 
production. Orders accepted in the 
current week were 30.1 per cent 
above output. Unfilled orders on 
hand January 5 were for 196,194,- 
000 feet with gross stocks at 595,- 
703,000 feet. 


Northern Pine 


Production of Northern Pine by 
the five mills reporting to the 
Northern Pine Manufacturers As- 
sociation totaled another flat zero 
in feet cut for the week ending De- 
cember 29. The same week a year 
ago the cut was 80,000 feet. Ship- 
ments during the current week 





prise. 
mendations and prices. 


ENTERPRISE SAWMILL MACHINERY 


Meets the demands of experienced operators for 
efficient, accurate production at low cost. .Solve 
your increased output requirements with an Enter- 
Send details of your set-up for our recom- 





profitable operation. 


Quality—built to tried and proven prin- 
ciples of design and construction for 



























Are Easy to Sell 


Record wartime farm production makes 
additional farm buildings essential. Right 
now, farmers are excellent prospects for 
granaries and other farm buildings. Dierks’ 
big 68-page book, ‘‘Modern Farm Build- 
ings,’’ contains 41 plans, ready to sell. Mail 
the coupon today for your sample copy. 


Lumber & Coal Company 
Dierks Building Kansas City, Mo. 
Ce cen ee a eee ee SNEED SOBRE cee 


Jenclese 10c for my sample copy of “Modern Farm Buildings.” 





| Firm Name 


Right Out of This Big & 


FARM BOOK 
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Oregon-American Lumber Corp. 


VERNONIA, OREGON 
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were 1,155,000 feet and new busi- 
ness booked totaled 1,105,000 feet. 
Unfilled orders December 29 stood 
at 5,485,000 feet and gross stocks 
were 36,060,000 feet. 


In the Market Centers 

SEATTLE: Heavy rains in the 
lowlands and snow in the higher 
forests have contributed to smaller 
production of logs. Hardest hit is 
truck logging. All rail logging oper- 
ations are running. Half a dozen 
lawsuits, some for nearly half a 
million dollars, brought against 
logging companies by the wage and 
hour administration of the govern- 
ment are having a deterrent effect 
on logging in this area. 

TACOMA: Demand for all grades 
of lumber is heavy, but mills, al- 
though producing steadily, are not 
able to give much attention to new 
business. Generally speaking, the 
labor situation seems much better, 
with more men becoming available 
as war veterans return from the 
service and war industries continue 
their cut-back programs. Currently, 
there is only one strike to mar the 
production picture. 

KANSAS CITY: Weather is de- 
cidedly bad and mills are lucky if 
they can get one day’s work a week. 
Transportation has bogged down 
and railroads do not have enough 
cars to shuttle back to the south at 
present. The labor situation, for the 
first time in over three years, is 
beginning to show signs of improv- 
ing. Some mills have fair crews but 
cannot put them to work in the for- 
ests because of the weather. 

MEMPHIS: Almost unprecedent- 
ed rains and mud throughout the 
entire southern hardwood produc- 
ing region during the first half of 
January cut logging to a minimum 
and reduced production to a new 
low. Hardwood mills, with stock at 
their nadir, were unable to get the 
raw material in any sizeable quan- 
tities and were held down in pro- 
duction of what lumber they might 
have otherwise turned out by a 
shortage of labor. 

NORFOLK: Numerous buyers 
who have been traversing the mill 
territory in the hope of buying 
some lumber report that practically 
the entire Atlantic seaboard had 


heavy rains during December. Nat- 
urally, shipments during December 
were very light and not much im- 
provement will be noted until the 
weather remains dry for some time. 
Many mills that were shut down 
during the holidays have resumed 
production. 

BOSTON: The lumber industry 
in New England started off the 
new year with a scarcity of skilled 
labor in the woods and mills. It is 
almost impossible to get help, a 
situation that is a throwback to 
wartime conditions. This handicap 
is likely to continue until workers 
have exhausted their savings from 
big war-plant pay and their unem- 
ployment insurance credits. 

MINNEAPOLIS: Labor supply 
improving in northwoods of Min- 
nesota and production, practically 
at a standstill for weeks, insofar as 
Northern Pine is concerned, is ex- 
pected to improve as soon as pres- 
ent severe weather moderates. Cost- 
price relationship still a deterrent 
factor. Mill acceptance of orders has 
taken a brisk rise, indicating op- 
timistic turn as to production. 

BALTIMORE: Conditions with 
respect to supplies of long leaf and 
short leaf pine are reported to be 
worse than during the period of 
war activities. Adverse weather is 


interfering greatly with produc- 


tion. Heavy rains in the South have 
caused shut-downs of mills, with 
the labor situation not less trouble- 
some than it has been. 


Grant $2 Brick Increase 
For Ten Western States 

An increase of $2 per thousand 
in manufacturers’ f.o.b. plant ceil- 
ing prices for clay and shale build- 
ing brick, both common and face, 
and an increase of 80 cents per ton 
for hollow and clay drain tile have 
been announced by the Office of 
Price Administration for the states 
of California, Idaho, Nevada, Wyo- 
ming, Utah, New Mexico, Wash- 
ington, Arizona, Oregon and Mon- 
tana, effective Jan. 2. 

These increases will take the 
place of varying increases already 
given producers of brick and tile 
on an individual and local area 
basis. Resellers are authorized to 
pass on the dollar-and-cent amount 
of the increases. 


LONGER HANDLES! 
PERFECTLY BALANCED 
Shaped to Fit the Hand 


Instantly Replaceable 
DOUBLE-EDGE 
SUPER-KEEN BLADES 


No screw driver or tool 
needed to replace the 
high quality blades — 
just push in new blades, 
and out come the old 
ones. Stock genuine 
RED DEVIL BLADES for 
replacements. 


RED DEVIL TOOLS. 
Irvington 11, N. J., U.S.A. 





























(HERE'S WHAT \ 
FOLKS NEED 


to repair walls, floors, 
furniture, woodwork or 
blaster. This plastic 
repair material comes 
in powder form... just 
mix with water and 
use. Will not shrink. 
Sticks and stays pat. 


WILL NOT SHRINK: 
STICKS AND STAYS pify 
i 








Your jobber \&% 
can give im- 

mediate deliv- 
ery on Durham’s 
Rock-Hard Water Putty. 
Packed twelve 1-lb. cans 
or four 4-lb. cans to case. 
Also available in 25, 50 
and 100-lb. drums for 
large industrial users. 


The PLASTIC ives Material 


in POWDER Form 











BOOKS THAT WILL INCREASE YOUR PROFITS 


AMERICAN LUMBERMAN can fill your needs for practically 
any book on any subject pertaining to Mill Work—Calculat- 
ing footage & prices—Wood Identification—Estimating—Con- 


struction, Etc. 


WRITE FOR COMPLETE CATALOG 
AMERICAN LUMBERMAN, 139 N. Clark St., Chicago 











— & PUGH LUMBER CO. 


| Idaho White Pine 
Douglas Fir 


SPRINGSTON, IDAHO 


Ponderosa Pine 
White Fir Cedar 
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Knudson & Mercer Lumber Co. 


Purveyors to 
Accredited Retail Lumbe: Dealers 
for 51 years 
LUMBER FROM SOUTH, WEST, NORTH 
Sash & Doors, Wallboards and M »st 
Standard Specialties 


28 E. Jackson Blvd., Chicago 4, «il. 














SULLIVAN LUMBER CO. 


PORTLAND, OREGON 


TIMBERS FACTORY 
YARD STOCK F l R CLEARS 
SPRUCE, HEMLOCK, CEDAR, PINE 


Established 1912 





JAMES W. SEWALL 


Consulting Forester 


JAMES W SEWALL 
Old Town, Maine 
Estrblished 1910 


PHILLIPS & BENNE 
Ruttan Block 
Port Arthur, Ontario 








Manufacturers 


PINE & POPLAR oe . 


LUMBER 











0 Members 
Ss. P. 1. B. 
v*> LA GRANGE, GA. 
Since 1922 
Te DAD & LAD 2°: 
MANUFACTURERS 


Asphalt and Asbestos Roofing 
Cements, Paints and Compounds 


Factory and Executive Offices 


NEW LENOX, ILLINOIS 
CORINT MACHINERY 
co. 


CORINTH, MISS. 


Sawmills, Edgers 
Smooth End Trimmers 
Mill Supplies 











Send Us Your Worn Out Inserted Tooth Saw 


We will cut it down a little and insert one of 
Simonds four popular styles—B or F or 3 or 2!/2, 
whichever style suits your running conditions. 


Your saw returned like new in about 10 days. All 
kinds of circular saw repairing. 


J.H. MINER SAW MFG. CO., Meridian, Mississippi 





Gillies Bros. & Co. Ltd. 
; BRAESIDE, ONTARIO, CANADA 

Sones WHITE PINE eronen) 
Air-Seasoned *© Water-Cured 


For 104 years, 1842-1946. Capacity 30 million ft. 
annually. 
Members N. W. L. D. Assn. 
DRY STOCK—ROUGH or DRESSED. Prompt Shipment 
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Mahoney Named V. President 
Hines Lumber Co., Chicago 


Announcement has been made by 
Charles M. Hines, president, Ed- 
ward Hines Lumber company, Chi- 
cago, of the election of James F. 
Mahoney as vice president. 

Mr. Mahoney has been with the 
Hines company for a year as Chi- 
cago sales director and came to the 
company from the central procure- 
ment agency of the U. S. Army 
Engineers. 

Joseph J. Fitzgerald, attorney 
for the company, was elected as- 
sistant secretary at the same meet- 
ing. 


Brock Resigns from Kinzua, 
Mills Still Closed by Strike 


Ursus E. Brock has resigned his 
position as sales manager of the 
Kinzua Pine Mills company, Kin- 
zua, Ore. G. O. Hays, assistant sales 
manager, will continue in that ca- 
pacity under the direction of J. F. 
Coleman, vice president and general 
manager. 

In a statement by Mr. Coleman, 
he says, “Our mill is still on strike 
and we have no definite date for 
re-opening. However, when we do 
start we will still have a large num- 
ber of orders which have been ac- 
cepted and which will take approxi- 
mately 90 days after commence- 
ment of operations to complete; 
therefore, we would appreciate it 
if no inquiries of any kind are sent 
to this company until further ad- 
vised that conditions here will per- 
mit the handling of any new busi- 
ness.” 


Promotions and Appointments 

DAVID P. LARSEN, vice president, 
Shevlin, Carpenter and Clarke com- 
pany, Minneapolis and FReEpD L. 
CLEARMAN, assistant controller, 
Weyerhaeuser Timber company, Ta- 
coma, Wash., have been elected to 
membership in the Controllers In- 
stitute of America. 





NORMAN A. BAILY has_ been 
named general sales manager of all 
building products, F. E. SHULL has 
been made manager of gypsum and 
building lime sales, AMOS B. MINER 
has been appointed manager of in- 
dustrial sales, and E. HEATH VAN 
DUZEE has been made director of 


WGN MEWS 


merchandising for the National 
Gypsum company, Buffalo, N.Y. 


BEN A. VAUGHAN has been named 
salesmanager, flooring division, for 
the E. L. Bruce company, Memphis, 





Ben A. Vaughan 


Tenn. Starting with the company in 
1922, Mr. Vaughan was assistant 
sales manager, flooring division, at 
the time of his promotion. 

L. M. CASSIDY, vice president, 
Johns-Manville Sales Corporation 
and general 
manager of its 
building mate- 
rials depart- 
ment, was elect- 
ed president of 
the Insulation 
Board Institute 
at its annual 
meeting. He 
succeeds Henry 
W. Collins, Chi- 
cago, vice presi- 
dent of the Celotex corporation. 
STUART H. RALPH, vice president, 
Flintkote company, New York was 
elected vice president; MARLAND S. 
WoLFr, U. S. Gypsum company was 





L. M. Cassidy 





WHITE PINE ltdato--Ponderosa- 
California White 
Also and Sugar Pine 


° Cedar and 
Fir Wallboard West "Coast Products 


William Schuette Company 
New York 


Office—41 East 42d St. PITTSBURGH, PA. 
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re-elected treasurer and J. B. 
BLACKBURN, Chicago, was named 
secretary. 


J. A. Mathieu Limited Honors 
Employees Who Saw Service 

Employees who enlisted in the 
armed forces while in the employ 
of J. A. Mathieu Limited, Rainy 
Lake, Ont., Canada, received a sub- 
stantial cash sum of money as a 
Christmas present from J. A. 
Mathieu, president, a few days be- 
fore Christmas. In cases where an 
enlisted man had been killed in 
service, Mr. Mathieu presented the 
gift to the widow or family of the 
deceased. 


Northern Pine Association 
Moves Offices to Chicago 

On Jan. 15, the office of the 
Northern Pine Manufacturers’ as- 
sociation was moved to 911 N. Lar- 
rabee street, Chicago 10, IIl. 

All communications, publications, 
etc., intended for the association or 
W. A. Ellinger, secretary, should be 
addressed to the new location in the 
future. 


. . Obituaries 


JOHN N. BERRY, 72, director, 
treasurer, and sales manager, Scott 
Lumber company, Burney, Calif. 


ANTHONY W. BRICK, secre- 
tary, Silverthorne Lumber com- 
pany, North Tonawanda, N. Y. 


WILLIAM J. McCREADY, pres- 
ident, W. J. McCready Lumber com- 
pany, Forest Grove, Ore.—Jan. 1. 


MANUEL J. ENOS, 54, owner, 
Santa Clara Lumber company, San- 
ta Clara, Calif. 


JOSEPH M. FARRELL, Sr., 68, 
secretary, treasurer and general 
manager of the Goshen (Ind.) Sash 
and Door company. He was presi- 
dent of the former Wholesale Sash 
and Door association, and later di- 
rector of the National Association 
of Woodwork Jobbers and director 
of the Woodwork Jobbers Service 
bureau. Died in Goshen, Ind.—Dec. 
31. 


CLYDE J. ROACH, 81, retired 
vice president and general manager, 
National Veneer and Lumber com- 
pany, Indianapolis, Ind.—Jan. 1. 

BEN C. VARNER, 65, owner, 
Varner Lumber company, Dallas, 
Tex.—Jan. 7. 

LOCKHART H. WALLIS, 66, re- 
tired owner, Wallis-Kellogg Lum- 
ber company, Denver, Colo. 


PAUL J. WEIDNER, 69, treas- 
urer, Hartmann-Sanders company, 
Chicago, Ill—Dec. 24. 


MAKE RAINY DAYS 
PAY YOU PROFITS 


With every rain the demand for masonry wa- 
terproofing materials increases and the alert 
dealer who carries AMERICAN FLURESIT 
PRODUCTS is cashing in on this demand. 
Every home owner is a potential customer .. . 
and there is a FLURESIT Product to meet 
every masonry waterproofing need. 


Nationally Advertised in The Saturday 
Evening Post and American Builder 













Reliable dealers, inter- 
ested in a profitable line 
with a year ’round turn- 
over should write today 
for prices and a copy of 
our Dealer Catalog. It 
illustrates and describes 
the complete line of 
AMERICAN FLURESIT 












masonry waterproofing 
products. 












AMERICAN FLURESIT CO. 


635 Rockdale Ave., Cincinnati 29, Ohio 








OU need these tools for 
insulation board jobs. 
Aade of hard maple, light 
veight. Sharp, strong blades 
ut thru toughest insulation 
ards, leaving clean, smooth 
‘dge. Three tools, five blades, 
wttachments, all for 


$3350 
Sent postage paid 
anywhere in U.S. A, 
ixtra Bevil-Devil Blades, of 
elected steel, ground to cut 
nsulation board, package of 
00 for $4.00, postage paid. 


(IMBALL mec. ps floc. 





SUGAR & WESTERN 
PINE AGENCY 


#1 MONT( MERY 
N FRANCISCC Pai a@ltin ip, 


GS U GA 2] Pattern Lumber 


Selects and 


Shop 


California Ponderosa Pine 
Mouldings and Cut Stock 


















ADVERTISING 


PAYABLE IN ADVANCE 


Co must be in office of AMERICAN LUM- 
B AN by Monday prior to publication 
date. Rates are based on number of WORDS 
and consecutive insertions as shown below. 
Be sure to count address. For “blind’’ ad- 
dress care this publication count 5 words. 
Advertisements are set in uniform style, in 
proper classification. with first line in capitals, 
if so ordered. 

Extra lines of white space count as 5 words. 
Please specify CLASSIFICATION desired. 


RATES PER WORD. PER INSERTION 


8c per word for one insertion. : 

7c per word, per insertion, for 2 consecutive 
insertions. 

6c per word, per insertion, for 3 to 5 consecu- 

tive insertions. 

MINIMUM CHARGE $§1.60. 

Attractive discounts for 6, 13 or 26 consecu- 

tive insertions. 

When answering “blind’’ advertisemen‘s ad- 

dress number shown care of 


AMERICAN LUMBERMAN 


139 N. Clark St., Chicago 2, Illinois 





HELP WANTED 








MANUFACTURERS’ AGENTS and STATE 
SALES MANAGERS 


For the most complete line of window devices 
offered on the market tod including: 

E Weatherstrips for double hung windows. 
EZE Weatherstrips for doors. 
EZE Weatherstrips for casements. 
EZE Weatherstrips for storm sash. 
EZE Window Balances. 
EZE Double Glazing. 
and other devices 
all soundly engineered and efficiently manu- 
factured. 
and other devices all soundly engineered and 
efficiently manufactured. 
The sales appeal of these items has been 
proven and “EZE”’ Devices are now operating 
in every state in the Union. Economically 
priced, highly efficient. yet so simple the in- 
dividual can install them, assuring a large 
counter sale. 
Compensation is on a favorable commission 
basis. Possible earnings are very large. 
Write today giving full information about 
yourself, availability. etc. 


WINDOW DEVICES, Inc., 422 Court Avenue, 
DES MOINES, IOWA. 





SMALL HOME DESIGNERS—Old established 
firm wants services of designers and dratfts- 
men. Permanent positions for right men. 
Salary commensurate with experience. GOR- 
DON-VAN TINE COMPANY, Davenport, Iowa. 





Wanted: Band Sawyer. Steady employment. 
Elliott Hardwood Co., Inc., Potsdam, N. Y. 





Wanted: Northern Hardwood inspector. New 
York State Band Mill. Steady year around 
work. Address L-45, American Lumberman. 





STENOGRAPHER 


Want to employ stenographer experienced in 
Lumber and Building Material business. Must 
be rapid and accurate in taking dictation 
and typing. Permanent employment. Towns- 
= Sash, Door & Lumber Co., Lake Wales, 

a. 
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HELP WANTED 


SITUATIONS WANTED 








Wanted: Superintendent to operate planing 
mill located in southwestern New York, serv- 
ing 100 mile radius. Fully equipped mill em- 
loying 50 to 75 men, doing good volume of 
usiness and possibilities of greatly increas- 
ing volume. Address M-21, American Lum- 
berman. 





Hardwood Inspector Wanted 
Experienced, competent, steady, temperate. 
Northern hardwoods distribution yard. Ad- 
dress M-47, American Lumberman. 





Lumber Inspector—Softwood grades. Able to 
direct men. Lord & Bushnell, Mr. Ring. 2424 
So. Laflin, Chicago, Illinois. 





Wanted: Hardwood inspector for New York 

State distribution yard. Must be steady, com- 
etent and familiar with NHLA rules. Address 
-29, American Lumberman. 


SOUTHERN WHOLESALER 
Desires to make connection 


with some large Northern Industrial consumer 
to become their Southern buyer for Hard- 
wood and Yellow Pine lumber for one that 
uses both. Have been 26 years as a whole- 
saler of lumber, know practically all Hard- 
wood and Yellow Pine mills throughout the 
Appalachian Mountain, South Central and 
Southern territories of an consequence. 
Could buy anywhere from 20 to 30 cars per 
month for you and can save you considerable 
money in wholesale commissions, wholesale 
mark-ups, etc. If interested, please advise. 
Would only consider salary of not less than 
$12,000 per year buying for your own produc- 
tion in Pine and Hardwood lumber, plus all 





Wanted—Young or middle-aged draftsman 
familiar with house plans and farm struc- 
tures. State qualifications, experience and 
salary required first letter. ddress L-52, 
American Lumberman. 





WANTED: Retail lumberman whose experi- 
ence and ability qualifies him for auditor for 
a line yard company. Address M-60, Ameri- 
tan Lumberman. 


MILLWORK SUPERINTENDENT 
Want to employ millwork superintendent ex- 
perienced in detailing and billing and cost 
éstimating. Florida location. Man with South- 
@rn experience preferred. Address M-52, 
American Lumberman. 








Long established large eastern lumber whole- 
saler requires services of experienced lumber- 
man to locate in West as buyer of western 
lumber. Give full particulars. Address M-53, 
American Lumberman. 


MANAGER OPPORTUNITY for lumber and 
builders’ supply business in prosperous small 
city in a rich and growing district. Good sal- 
ary and bonus to a man who can qualify. 
Must have character, ability and a record of 
integrity and qualities that will enable him to 
take a leading place in a rich community in 
the Heart of America area. Make application 
by letter. giving data. All letters answered. 
Address M-55, American Lumberman. 








WANTED: Capable and experienced retail 
lumber yard manager for excellent yard. A 
fine opportunity for a good man. Address 
M-59, American Lumberman. 





Wanted: Young man with architectural train- 
ing to prepare small house plans. Alexander 
Lumber Co., Aurora, Ill. 





Auditor, accountant or bookkeeper wanted, 
experienced, capable, steady. temperate, pre- 
fer one with stenographic experience. Warren 
Ross Lumber Company, Falconer, N. Y 





Wanted: Manager for small city in Iowa. 
Must understand blueprints, plans and be 
able to supervise men and construction. Ad- 
dress M-39, American Lumberman. 





WANTED: Assistant to manager. Capable of 
taking off plans, estimating and general office 
work. Northern Illinois. Address M-38, Amer- 
ican Lumberman. 


SITUATIONS WANTED 


If in need of General Manager or Depart- 
ment Head for your Millwork Manufacturing 
ot Jobbing Business, requiring unusual ex- 
ae a and ability address K-53, American 
umberman. 

















ARCHITECTURAL ENGINEER & DRAFTSMAN 
Seeks connection with manufacturer of prefab 
buildings or one desiring to set up prefab 
department. Will design soundly engineered 
profit making structures. Work with all de- 
partments for efficient. economical production. 
Education also in civil engineering and busi- 
ness management. Address J-36, American 
Lumberman. 





Age 26. Height 5’ 11’. Weight 165. Health 
excellent. Married. Captain Army Air Forces. 
Graduate Chicago Technical College. Build- 
ing Construction Engineer. Worked in lumber 
yard and offices summers while in school. 
Would like job where I can acquire interest 
in business when ability proved. Address 
M-22, American Lumberman. 





Millwork Superintendent & Detailer 
Architectural detail millwork only considered: 
central states, 28 years experience, age 48. 
Address L-2], American Lumberman. 
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exp and any lumber that he could buy 
that you could not use, he would wholesale 
to well-rated consumers and apply the profits 
from same and which would no doubt take 
care of your expenses of your Southern buy- 
ing office. Can give you hundreds of refer- 
ences. Your savings from a proposition of 
this kind would approximately pay your buy- 
ing expense. Later, even make you money. 
If interested write Box M-23, c/o American 
Lumberman, Chicago 2, II. 





EXPERIENCED WHOLESALE LUMBERMAN. 
army officer, combat returnee, 26, college, 5 
years diversified wholesale experience: ener- 
getic, ambitious, excellent references; desires 
connection Southern or Western organization 
as sales representative or related affiliation. 
in New York area. Address M-54, American 
Lumberman. 





SALESMAN 


Desire connection with manufacturer, jobber, 
or retailer. Thoroughly experienced building 
products. Can estimate, detail and bill mill- 
work, draw plans, service jobs. Well educated, 
responsible, competent. Northwest or Rocky 
— Area. Address M-41, American Lum- 
erman. 





Young Man—graduate New York State College 
of Forestry—majored in wood utilization and 
dry kiln engineering—seeks position with fu- 
ture. Address M-42, American Lumberman. 


A-1 BAND SAW FILER 


Wants position in any size mill or box factory. 
Address M-40, American Lumberman. 





LUMBER & DIMENSION 
WANTED 


WANTED: Several million hardwood cubes, 
15/16’ to 134° sizes: must be dry, clear, D4S, 
sanded, if possible, smooth-sawn ends. Ad- 
dress K-45, American Lumberman. 


250 M ft. 4/4 Mixed Hardwood boards S28, 
reen or Dry. 

50 ft. 4/4x6 to 12° “C’’ and B&Btr. AD or 
KD Yellow Pine Finish, rough or S4s. 

50 M ft. 1x3 or 1x4 B&Btr., ““C’’, “D’ Kiln 
Dried Flooring. 

100 M ft. 2x4 to 2xl2 Dimension S4S Std. 

JOHN TAYLOR, Wholesale Lumber, P. O. Box 

3113, Catonsville 28, Md. 














WANTED—Plywood fall-offs; rp qoamy. 
ea thickness or species. Address K-61, 
erican Lumberman. 





CRATES 


Have carload orders to place for nailed, 6 
section panel crates, hardwood or softwood. 
Also need 10 cars Cut-To-Size crating lumber 
surfaced one side 9/16", 5,°° and 13/16" 
thick, by 2’. 3°° and 4 wide, 24° to 72” 
long. 


Write for details and specifications. 


Address L-42, American Lumberman. 





SELL IT TO BISSELL 
Any items in closeouts in carlots or mixed 
cars. BISSELL LUMBER & WRECKING CO., 
7834 W. Grand Ave., Elmwood Park, Ill. 


WANTED TO BUY 


Full or mixed cars shed lumber; flooring, 
shingles, siding. dimension pickets and lat 
or what have you to offer? ATLANTIC LUM- 
BER COMPANY. BAYONNE, NEW JERSEY. 








WANTED—Direct connections with mills that 
have Douglas Fir, Sitka Spruce. White Pine 
and Red Cedar and millwork manufacturers. 
We buy in large quantities and would like to 
get direct mill shipment. HONIXFIELD LUM- 
BER & MILLWORK CO., Lumber St., Morris- 
town, N. J. 








BUSINESSES WANTED 


WANTED TO BUY 


Retail or Wholesale Lumber Yard in metro- 
politan New York or New Jersey area. Give 
general description, selling price, amount of 
inventory and location. Address M-43, Amer- 
ican Lumberman. 











WANTED—Retail Lumber and Building Supply 
Yard, preferably in North Eastern Pennsyl- 
vania. Town of ten thousand or less. Address 
M-50, American Lumberman. 





Wanted to Purchase: Saw and planing mill 
with or without standing timber. Oregon, 
California and Washington preferred. Ad- 
dress M-37, American Lumberman. 





Wanted to buy modern Yellow Pine planing 
mill and concentration yard in section where 
plenty Yellow Pine timber available at rea- 
sonable price or would consider part interest. 
Ouote price. location and inventory on hand. 
Address M-62, American Lumberman. 


WANTED TO BUY 


Retail or Wholesale Lumber Yard in Mid- 
West section. Give general description, selling 
price, amount of inventory and location. Ad- 
dress M-44, American Lumberman. 


WANTED TO BUY: A lumber yard in Iowa or 
Missouri. Address M-45, American Lumberman. 











Veteran in market for small hardwood saw- 
mill operation in Northeast having ample tim- 
ber in reasonable trucking distance. Consider 
partnership. Give full details. Address M-46, 
American Lumberman. 


WANTED TO BUY 


A lumber yard (with or without a coal ard 
feed business) in Wisconsin. Give genera) 
description, selling price. amount of inven. 
tory ond location. Address S-52, American 
Lumberman. 














Wanted at once thirty-five hundred feet 
25/32x21/4 No. 2 or btr. maple or Beech floor- 
ing. Glen Newton Lumber Co., Nevada, Iowa. 


WANTED 
100,000 ft. 1°. No. 2 Common and Better Bass- 


wood. 

100,000 ft. 114’° No. 2 Common and Better 
Basswood. 

100,000 ft. 1‘. No. 2 Common and Better South- 
ern Poplar. 

Fox Bros. Manufacturing Co., Ohio Ave. & 

Sidney St., St. Louis, Mo. 








Want to place order for one car No. 1 Cedar 
Posts. One car Fence Pickets. One car bevel 
siding. One car lath. BISSELL LUMBER & 
WRECKING CO., 7834 W. Grand Ave., Elm- 
wood Park, Il. 





WANTED: Carload lots 4/4 No. 1 common, 
No. 2 common and 3A Oak. Well air dried 
stock. CHAS. A. BRIGGS LBR. & MFG. CO.. 
Scottdale, Pa. 





Will pay cash for car lots of the follow- 
ing: Fir, Yellow Pine or Hemlock 2’’ Dimen- 
sion green or dry. Pine, Fir, or Cedar in 
boards, flooring, ceiling, or siding. Ohio 
a Co., 2831 Woodhill Rd., Cleveland 4, 
Ohio. 





WANTED 
2x4 shiplap, all dimensions, finished pine lum- 
ber and also milled timber. Can use unlim- 
ited quantities. 
Phone, write or wire:— 
GARSON IRON AND STEEL COMPANY 
LUMBE TMENT 


R DEPAR 
512 LYCEUM BUILDING 
DULUTH 2, MINNESOTA 
Melrose 6649-6650 





Cedar Lumber Wanted 
3’’x6’"—8 ft. or longer. Dried rough or sur- 
faced, other species considered. Address 
M-26, American Lumberman. 


January 19, 1946, AMERICAN LUMBERMAN 
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